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"| need life insurance," says Mr. Average Prospect— 
“But | can't afford it.” 

The new Insurance Dial Barrel Bank shows him that he 
can. Almost anyone can save a nickel or a dime a day. 
Simply hand your prospect a Barrel Bank. Ask him to turn 
the Motivating Brass Dial to his age. The Dial shows in- 
stantly the cost of Ordinary or 20 Payment Life Insurance 
brought down to a daily basis. 


Now You Can Actually Offer 
A BARREL OF PROTECTION 


Price is low. Bank is made of brass, highly nickel 
plated—Holds $15.00 to $20.00 in assorted coins. Key 
with each Bank. Illustration actual size. 

The Insurance Dial Banks have helped to sell millions 
of dollars worth of Life Insurance. They are endorsed by 
66 Home Offices of Life Insurance Companies, and by 
more than 10,000 Agents in the United States. 


INCREASE YOUR EARNINGS. Use this new method of selling 
insurance. Keep up with the times. Send for sample and com- 
plete sales talk. DO IT NOW. Use coupon below. 


: ~BANTHRICO INC. 


560 W. LAKE ST., CHICAGO 
ORIGINATORS OF THE INSURANCE DIAL BANK 


Copyrighted and Patented Number | 893364 
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BARREL 


USE INSURANCE DIAL BARREL BANKS 


Dials are furnished to cover rates of any Insurance 
Company. Individual names may be inserted on tab 
which fits in frame. 


The Insurance Dial Barrel Bank gives you something 
tangible to offer to your prospect—something new to talk 
about—and something interesting for him to play with 
while you are selling him an application. 


Send 75c for Sample Post Paid 


Are you interested in the success of others, men who 
perhaps are not better salesmen, yet are securing 8 to 15 
applications per week? Let us send Testimonial Letters 
to you which evidence this success. 


Order some Banks— 
Get started— > 
Do it Now! Q? 

> 

















































Young Dr. Herrick owed his father 
more than a debt of thanks 


—but the Equitable Case Method took all the worry out of it 


The Equitable Case Method 
fits your insurance to your 
specific needs 

Without obligation on your part, an 
Equitable agent will gladly work out 
a “Case Method” plan for you—an 
insurance program to fit your own 
particular needs, to accomplish the 
things you most desire to accomplish. 
(Just as Dr. Herrick’s insurance was 
“made to measure” for him.) Or if 
you wish, literature about The Case 
Method will be sent to you. Simply 
fill in coupon below. 








“On or before January 1, 1943, 1 promise 
to pay E. F. Herrick ...” 

With a proud flourish E. F. Herrick, r., 
added his brand new D.D.S. to his signature. 

It costs money to equip a dentist's office 
It cost young Dr. Herrick $5,000. Or, rather, 
for the time being, it cost his father $5,000. 

It did not seem easy to Herrick to repay 
that loan, particularly since he had just mar- 
ried. But once his practice became estab- 
lished, he'd pay it back gradually. If he lived. 
He paused. Funny he hadn't thought of 
that before: “if he lived”. . . 

Dr. Herrick outlined the situation to an 
Equitable agent; explained that for awhile 
he couldn't pay big insurance premiums. 
The agent said he would work out a plan to 
suit Herrick’s present circumstances. 

This is what was recommended: (1) A 
$5,000 Ordinary Life Policy, payable to the 
father, to make sure the loan would be re- 
paid. Later, assuming that the doctor lives 
and repays his father, the beneficiary of 
this policy could be changed to the wife. 








(2) An additional $10,000 p ion for 
his wife. To - - lowest possible rate, 
Term I e , to be auto- 





matically mundi into Ordinary Life after 
two years. Total annual outlay for both 
policies during the first two years: $226.40. 


THE EQUITABLE 


_. FAIR = JUST 


LIFE ASSURANCE 


SECURITY — PEACE OF MIND 


SOCIETY 


MUTUAL — COOPERATIVE 


OF THE U.S. 


NATION-WIDE SERVICE 











Advertising the 


- EQUITABLE CASE 


«-—_—_METHOD 


For several years the “Case Method” has 
been used in the educational training courses 
of The Equitable. By means of it, Equitable 
Agents have been taught to analyze a man’s 
need for life insurance, and to fit the policies 


to his specific requirements. 


The EQUITABLE “CASE METHOD” of 
life insurance planning is now being brought 
before the public in a series of advertise- 
ments in national magazines and weeklies. 
It is hoped thereby to acquaint the public 
with the value of a careful study of the indi- 
vidual’s needs before a particular type of 
policy is recommended. The advertising is 
also designed to call attention to the fact that 
Equitable Agents are especially trained to 


render such a service. 


THE EQUITABLE 


LIFE ASSURANCE SOCIETY OF THE UNITED STATES 


Thomas I. Parkinson, President 


393 Seventh Ave., New York, N. Y. 














THE NATIONAL UNDERWRITER Life Insurance Edition. 
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“ty-Seventh Year—No. 12 


inton Optimistic 
of Sound Status 





ovident Mutual’s President Sees 
in Moratorium No Reflection 
on Institution 





CTION WAS NECESSARY 





ompanies Not Designed to Assume 
Banking Function—Finds Eco- 
nomic Situation Better 





Particularly timely and of great value 
agents in meeting their policyholders 
ind prospects is the address by M. Al- 
et Linton, president Provident Mu- 
al Life, on “The Institution of Life 
insurance in Its Relation to the Pres- 
t Emergency,” delivered at the sales 
ngress in Philadelphia under the aus- 
ices of the Philadelphia Association of 
ife Underwriters. 

Mr, Linton stressed that under the 
ate decrees forbidding cash policy 
ans and surrenders and payment out 
f funds on deposit, there is no delay 
payment of death claims, matured en- 
owments, annuity, disability or other 
gular payments; that these are being 
ade as usual. He said these payments 
policyholders are the primary obliga- 
on of a life company and under pres- 
t conditions should take precedence 
ver cash and loan values, which lat- 
t were never intended to take the 
runt of a panic run resulting from a 
vere financial crisis. 

No Reflection on Companies 




















He said, “This of course is no reflec- 
on upon the safety and security of the 
stitution of life insurance, any more 
han was the inability of even the best 
anks in the country to withstand a 
anic run on their deposits a reflection 
n their basic security. 

“When the restrictions will be lifted,” 
€ continued, “cannot now be predicted. 
t must not be overlooked that in many 
ommunities throughout the country 
¢ banking situation is not yet normal. 
he life insurance companies operate 
pon a national basis and not merely in 
hose sections where conditions are now 
turning to normal, This situation will 
¢ kept in mind by the supervisory au- 
horities, 























Express Great Optimism 






. Obviously it is a time for calm, con- 
idered action and policyholders when 
ney reflect upon the facts will realize 
at it is for the best interests of all 
Oncerned that the possibility of ab- 
ormal demand for cash and loan values 
© held in check until conditions gen- 
rally become well stabilized. 

‘\ great many of us are asking our- 
what the future course of events 


elves 
enerally is likely to be. Will the tra- 






















= .of these momentous days initiate 
© lorward progress for which we have 
(CONTINUED ON PAGE 21) 


















The National Underwriter 


LIFE INSURANCE EDITION 


CHICAGO, CINCINNATI, NEW YORK AND SAN FRANCISCO, FRIDAY, MARCH 24, 1933 


N.Y.Department Dividen d 
Ruling is Now Clarified 





NEW YORK, March 23.—To mini- ] 
mize the effect of possible conflict with 
the emergency rulings of other insur- 
ance departments, Superintendent Van 
Schaick has decreed that companies 
doing business in New York may, in 
their operations in other states, follow 
such orders as those states’ commis- 
sioners may promulgate, even though 
they may be in conflict with the New 
York regulations. This amendment 
provides that “nothing herein contained 
shall affect the payment of death claims, 
matured endowment, annuities, dis- 
ability payments, and installments on 
supplementary contracts.” An identical 
ruling has been issued by Commissioner 
Armstrong of Pennsylvania, in Ohio and 
New Jersey. 

The amendment also provides that 
where a policyholder “can satisfy a life 
insurance company that a loan or cash 
value is necessary for the continuance 
of payroll, such loan or cash value may 
be allowed up to the amount necessary 
not to exceed the value provided for in 
the policy.” 

Exceptions Are Made 


Exceptions may also be made where 
the policyholder had applied for a loan 
or cash surrender before March 10 and 
the company “is satisfied after an in- 
vestigation that the application was 
made in good faith for engagements 
made by the policyholder prior thereto, 
from failure to carry out which he would 
suffer hardship.” 

Much consternation was felt by life 
insurance men particularly in cities 
other than New York last week when 
some of the daily newspapers carried 


an account of Superintendent Van 
Schaick’s ruling as to dividends to 
stockholders and policyholders. Some 


of these daily newspaper reports were 
ambiguous and left the impression that 
from that date on no dividends to pol- 
icyholders or stockholders might be 
paid. The order, however, merely speci- 
fied that future dividends might not be 
declared while the moratorium as to 
cash surrender and policy loan values 
was in force. 
Van Schaick Statement 


“On March 9, 1933,” the Van Schaick 
statement declared, “this department 
ruled as an emergency order that loan 
and surrender values should be sus- 
pended by life insurance companies ex- 
cept as indicated in the order. This was 
a suspension of contract obligations 
made necessary by the reasons set forth 
in the ruling. 

“It follows that during the period that 
contract obligations are suspended in 
any degree that a company shall not de- 
clare dividends to policyholders or 
stockholders. Such an order is directed 
to New York life insurance companies, 
effective during the period of the emer- 
gency. This does not apply to payment 
of dividends declared prior to the is- 
suance of the order.” 

Mr. Van Schaick subsequently issued 
a statement, clarifying the ruling as to 
dividends, pointing out that the ruling 





has no reference to any dividends already 


declared, and simply suspends the de- 
claring of additional dividends during 
the time that companies are limited in 
the matter of surrender values and policy 
loans. The companies will continue to 
pay dividends which have been declared 
previous to the ruling. He said that the 
ruling as to dividends was directed to 
New York state companies only and was 
in no wise based on the financial ability 
of those companies to pay their cus- 
tomary dividend. “These New York 
companies,” he stated, “and other life 
insurance companies licensed to do busi- 
ness in New York state are in excellent 
financial condition and as a class, con- 
stitute the largest and safest type of 
financial institutions which we have.” 

President Buckner of the New York 
Life issued a statement to the effect 
that the ruling does not apply to divi- 
dends of the New York Life during the 
year 1933. 

Commissioner Armstrong issued a 
statement to the effect that the New 
York ruling as to dividends does not 
apply to Pennsylvania life companies or 
to any companies except those- incor- 
porated in New York. He stated that 
the Pennsylvania department has no in- 
tention of adopting any regulation cur- 
tailing dividends to policyholders of 
Pennsylvania companies 


Agents’ Associations Act 


The New York City Life Underwrit- 
ers’ Association has sent to its members 
and the National Association of Life Un- 
derwriters has sent to the local associa- 
tions a bulletin restating the fact that 
dividends already declared are not af- 
fected by the order. With this was sent 
a copy of the supplementary statement 
issued by Mr. Van Schaick. 

The bulletin sent out by the associa- 
tions was signed by J. S. Myrick, trustee 
of the National association; President 
G. A. Kederich of the New York state 
association; President E. W. Allen of the 
New York City Life Managers’ associa- 
tion; President W. E. Barton of the New 
York City association and Managing Di- 

(CONTINUED ON PAGE 10) 





Secure Life Policies for 
Benefit of Paymasters 


A multiple line agency in one of 
the large cities has written a num- 
ber of life policies covering pay- 
masters, since so many firms have 
been paying with currency, par- 
ticularly in recent weeks. The 
solicitation is made of the business 
house itself, the business house 
paying the premium and making 
the family or estate of the pay- 
master, the beneficiary. Many 
business firms believe this is a pro- 
tection they owe to the family of 
a paymaster who by reason of his 
position is necessarily placed in 
some peril in these times. 
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Confusion Arises 
from the Edicts 


State Proclamations Introduce 
Differences That Trouble 
Administrative Heads 


LETTER FROM PRESIDENT 


Official Declares National Convention 
of Insurance Commissioners Should 
Meet and Fix Uniform Plan 


There is much confusion in the minds 


of company executives and agents re- 


garding the various state moratoria re- 
While there is 
a thread of uniformity running through 


lating to life insurance. 


all the edicts there are numerous differ- 
ences which make administration rather 
difficult and sometimes bewildering. 

Some proclamations have been modi- 
fied since they were issued, notably in 
New York. Superintendent Van Schaick 
has ruled, for example, that loans may 
be granted if necessary for meeting pay- 
rolls. The payroll amendment seems re- 
mote to a number of executives, that 
being primarily a banking function. That 
ruling has been criticized very freely 
throughout the country as being particu- 
larly unwise because it may lead to all 
sorts of abuses. 


President Gives Views 


While confusion may reign now, yet 
executives agree that when the mora- 
toria begin to be lifted confusion will 
become worse confounded. A _ distin- 
guished president of a well-ordered com- 
pany, a man of conservative education 
and training, whose opinion is often 
sought, writes THE NATIONAL UNDER- 
WRITER on this subject as follows: 

“After two weeks’ operation, one of 
which was a bank holiday and the other 
a moratorium by life companies on sur- 
render and loan values, I have come to 
definite conclusions on at least one im- 
portant matter, viz., that an appeal 
should be made to the National Conven- 
tion of Insurance Commissioners to 
convene an extra session for the pur- 
pose of promulgating a uniform proc- 
lamation. If this is not done, in some 
respects conditions will get worse. For 
the present the general public is willing 
to accept anything that is reasonable and 
fair, and while that sentiment prevails 
it is time to strike. I have studied as 
best I could the various proclamations 
issued by the different states, and find 
some conflicting provisions of a rather 
difficult nature when applied as an ad- 
ministrative problem. Some of the 
states are now modifying their original 
proclamations, notably New York. 

“This plan not only creates a some- 
what chaotic condition at the present 
time, but might easily become much 
worse when the various states begin to 
lift the moratoria (when that is done | 
think it will even be worse than during 

(CONTINUED ON PAGE 9) 
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Research Bureau Reports 
on Moratorium Practices 





The first of a series of bulletins sum- 
marizing current practices arising from 
the monetary situation and policy loan 
and surrender moratoria has been sent 
out to members by the Life Insurance 
Sales Research Bureau of Hartford. Re- 
ports were received from many com- 
panies through personal visits, tele- 
graph and telephone communications. 

In the emergency the bureau is seek- 
ing to serve as a clearing house of com- 
pany practices to indicate major trends, 
with the thought the information will 
help companies to determine their own 
policies and practices in the confusing 
situation. More complete answers are 
offered by the bureau if companies 
write or wire. 

Questions Asked Companies 


Twelve questions were asked in the 
query to companies. The bureau offers 
the service of attempting to give infor- 
mation on any other questions which 
occur to company officials. One of the 
most important questions was: “What is 
being done to maintain morale of 
agency force?” The bureau finds com- 
panies generally committed to a policy 
of a positive constructive nature per- 
vaded with sound optimism, stressing 
prospecting and selling by capitalizing 
on the present conditions. 

When Michigan banks were closed 
one agency had the best month in its 
history, $438,000. Companies generally 
are going ahead with contests previously 
planned, with convention arrangements, 
and are stressing time control. It is 
found when managers and_ general 
agents have the proper mental attitude, 
the business is being secured. 

One manager sent five agents out 
during the week of the bank mora- 
torium prepared with a canvass based 
on the small amount of cash people had 
at the time and making light of it as a 
temporary condition, but stressing that 
it would not be funny if one knew he 
could get no more money for 15 years 
or more. If the prospect’s wife should 
find herself with only a few dollars and 
no chance of getting any more for a 
long time, that would be serious. It 
was urged that the prospect shape his 
affairs so his wife would never have to 
face that situation. All five agents came 
back with applications. 

Matter of Receipts 


Companies were asked to give their 
practices regarding the giving of official 
receipts in exchange for checks. As a 
rule, the receipts were given carrying a 
protective clause, stating the receipt was 
valid only if check or draft were hon- 
ored for payment. Conditional receipts 
were given by some companies provid- 
ing 30 to 60 days for collection or pay- 
ment otherwise. One company required 
policyholders to certify on a_ special 
form that funds were in the bank to 
take care of the checks. Some com- 
panies withheld receipts and sent letters 
to policyholders giving them a stated 
period of time to make good the checks. 

Another question was whether com- 
panies are returning checks to assureds 
asking that they be made good. The 
banking situation is still confused and 
undoubtedly many checks will be found 
to be on banks which are being reorgan- 
ized and will not open for some time, 
or perhaps never will open. Some com- 
panies are changing the rules in this re- 
gard almost daily, but the sentiment 
seems to be that policyholders should be 
notified at once that checks have not 
been honored and be instructed exactly 
what is expected of them. It is probable 
companies will return the checks to as- 
sureds which are drawn on banks not 
yet opened. 

_In regard to extension of grace pe- 
riod on policies, usually 30 days addi- 





tional time is given if the policyholder 
makes an effort to pay, although in 
some companies the extension covers all 
policies regardless of the policyholder’s 
good faith. At least one company will 
require a health certificate and goes 
through the usual procedure for rein- 
statement if the policyholder makes no 
tender of payment. A number of com- 
panies have made no extension but are 
allowing 15 to 30 days for clearance of 
checks and providing the usual premium 
extensions and premium loans. 

Two companies are allowing an extra 
15 day premium extension where neces- 
sary. One is waiving some of its ex- 
tension rules, requiring some cash and 
no extensions on policies without value. 
Grace extensions generally apply to 
monthly premium; one company has ex- 
tended for 15 days only. 

Another question was whether the re- 
ports from collection offices were being 
put through home offices marked paid 
or were being held. Companies’ practices 
stood about 50-50 in this respect, lean- 
ing, however, slightly. toward continu- 
ation of reports based on special ac- 
counting instructions from home offices. 
During the cash stringency, one com- 
pany required no agency check to bal- 
ance the account. Some companies re- 
ceived reports on cash items only; one 
required a complete account of all cash 
received by its agencies; another re- 
quired conversion of all cash received 
into money orders for transfer to the 
home office. 


Policy of Keeping Mum 


Almost without exception companies 
issued special instructions to their field 
men and cashiers regarding collection 
procedure and how to handle pending 
loans and surrenders. The feeling among 
many companies, however, is that 
agency forces realize the situation and 
the safest home office course is to say 
nothing and answer questions as they 
come up. The bureau finds confusion 
has been created in some companies by 
bulletins and telegrams reversing de- 
cisions made on previous days. Letters 
and telegrams from field men indicate 
immense loyalty to companies and con- 
fidence that the turning point in busi- 
ness troubles has been reached. The 
bureau comments that probably the best 
course is for company officials to say 
as little as possible. 

Much the same advice has been given 
regarding communications to policy- 
holders. The bureau finds that most 
companies plan to send no special com- 
munication, feeling that ‘any attempt 
to explain the situation will raise new 
doubts in the assured’s mind. The bu- 


reau comments: “Never explain. Let 
sleeping dogs lie.” 
Regarding miscellaneous practices, 


some companies are having agencies 
report to the home office daily the 
amount of cash in agencies, which can 
be used for local disbursements to bene- 
ficiaries, etc. Most companies did not 
accept scrip in those regions where it 
appeared, believing it would be recalled 
shortly. They preferred some cash and 
to wait for the balance, or even to hold 
the entire account in abeyance. 

[In this respect, since many banks re- 
opened companies and agencies began 
calling for checks on these opened 
banks, the response has been good 
generally, and collections on a_ nearly 
normal basis are reported from many 
sections. ] 


Oppose “Special Damage” Bill 

Insurance interests of all classes at a 
committee hearing made a _ strenuous 
fight on a bill introduced in the Mary- 
land legislature which would allow the 
recovery of “special damages” on claims 








Bank Chairman 

















ISAAC MILLER HAMILTON 
President Federal Life, Chicago 


President Hamilton of the Federal 
Life of Chicago this week was elected 
chairman of the board of the Lake Shore 
Trust & Savings Bank of that city. 








American Institute Plans 
for Its Gathering in June 





The governors of the American Insti- 
tute of Actuaries met in Chicago this 
week to talk over the program for the 
next meeting in Chicago June 1-2. At 
the fall meeting the Actuarial Society of 
America and the American Institute will 
hold a joint meeting in Chicago. Can- 
didates for fellows were passed upon. 
, Mead, executive vice-president 
Lincoln National, is president of the 
American Institute. H. W. Curjel, who 
was formerly actuary of the Illinois Life, 
and librarian of the American Institute, 
resigned. He will return in a short while 
to England, where he will make his 
home. 


iowa Laws Enacted 


DES MOINES, March 23.—Proceeds 
of a life policy paid to a surviving widow 
to the extent of $15,000 are held exempt 
from execution under an act of the Iowa 
legislature, just passed. This is an in- 
crease in exemption of $10,000 over the 
statutory provision heretofore. 

Another enactment is a restatement of 
the group insurance code to include fra- 
ternals and teachers’ associations, and to 
add health and accident insurance to 
group plans. 

The Iowa house passed a measure 
which would raise from 20 percent to 25 
percent the amount of certificates of sale 
or deeds to real estate which insurance 
companies may deposit with the insur- 
ance department in lieu of cash or other 
securities. 

Cancel Officers’ Life Policies 

NEW ORLEANS, March 23.—C. W. 
Beckner and S. Levy, receivers of 
the Union Indemnity, have been author- 
ized by Judge Provosty to cancel poli- 
cies on the lives of former officers of 
the company and apply for the cash 
surrender values. Policies included ane 
of $250,000 on W. Irving Moss, former 
president; Norman Hoag, $100,000; J. 
C. Henriques, $60,000; John C. Butter- 
field, $5,000 and Mike M. Moss, $25,000. 
They total $440,000. 








“which any insurance company shall 
vexatiously refuse to pay.” The bill 
would apply to fire, marine, casualty, life 
and all affiliated lines of insurance. 





Palmer Discusses 
Law Recodificati 


Every Branch of Business to } 
Called on for Advice in 
Illinois Effort 


TAKEN UP IN BROAD ws 


Illinois Superintendent Is Guest 
Honor at Meeting of Chicago Life 
Insurance Lawyers’ Club 


Superintendent Palmer of Illinois, ; 
responding Tuesday evening to felicito 
talks at a meeting of the Chicago Li 
Insurance Lawyers’ Club, at which i 
was the honored guest, explained one, 
his objectives—the preparation of x 
insurance code for submission to th 
legislature in 1935. He said that the bes 
thought of the business in all i 
branches would be consulted, with th 
idea of framing a code as a unit, elim 
inating jokers and measures dictated fy 
the benefit of particular interests. 

Mr. Palmer said that he hopes to hay 
a joint committee appointed, with thre 
members from the house and two fron 
the senate. Early this summer, he sail] 
the plan is to call upon every insurang 
organization in the United States to pre 
pare legislation covering the variow 
branches of the business and submit 
these measures by Oct. 1, 1933. He sail 
that two or three assistant attorney ger. 
erals would be assigned to help weig 
this proposed legislation and coordinat 
it. Hearings will then be conducted 
Competitive interests will be brought te 
gether and the best talent available wi 
be consulted. The task will be a 
proached in a broad way with the hop: 
that by the fall of 1934 an excellent cot 
will have been sifted out and ther 
passed by the legislature as a unit. 


Immediate Legislation 


As to immediate legislation, Mr. Pa: 
mer said he is centering his efforts on 
bill governing the investments of insur 
ance companies. He said he hopes t 
have this bill introduced the end of this 
week or the first of next. That is the 
only emergency legislation needed this 
year, he declared. Although Mr. Palme 
did not discuss the features of this legis 
lation, it is known that the department 
is convinced that common stocks shoul 
not be permitted as an investment fe 
life companies. Under the present Ili 
nois law, life companies can invest © 
such stocks but they are limited as t 
class by departmental ruling. 

A new section will be introduced pre 
hibiting a company from purchasing re 
estate where any officer or director is = 
terested. Companies will also be pre 
hibited from purchasing bonds or note 
secured by mortgage or trust deed 0 
real estate, where a director or officer 
is interested. Another restriction is that 
a company is to be allowed to inve* 
not over 1 percent of its assets in aml 
issue of bonds or evidence of indebteé 
ness where an officer or director is inte’ 
ested. The Illinois investment law, !* 
the most part, is regarded as sound be 
there are certain amendments that th 
department feels should be passed ® 
soon as possible at this session. 


L. A. Stebbins Presides 


L. A. Stebbins, head of the Insurance 
Lawyers’ Club, presided at the banqutt 
Isaac Miller Hamilton, president of t& 
Federal Life of Chicago, was the fr 
speaker. The second was Rufus 
Potts, former Illinois insurance supe 
intendent, who created something of } 

(CONTINUED ON PAGE 22) 
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fe Companies Hit Under Dis- 
ability Clauses in Their 
Group Contracts 







ANY SUITS ARE FILED 


wropolitan Life Is Chief Target in 
Illinois Cases—Benefit With- 
drawn,, Rates Raised 


Great increase in occupational disease 
hims in recent months is causing life 
mpanies to remove total and perma- 
ont disability clauses from many exist- 
g group contracts. 

For some months companies in the 
roup Conference have not been writing 
ew contracts with this clause as it 


roved costly. 

Silicosis has been most troublesome to 
life companies. In the region around 
ttawa, Ill., it is reported $1,000,000 in 
nits against casualty and life companies 
s been filed. Besides representing a 
reat present drain on the companies, 
bese suits offer unfathomable possi- 
ilities in the way of collecting for real 
nd alleged occupational diseases, not 
nly those now recognized as such but 
hich in future by court interpretation 
may be deemed due to occupation. 


Employer’s Consent Needed 


Under the group contract, life com- 
banies cannot withdraw the disability 
lause except with consent of the em- 
loyer. However the companies have 
¢ privilege of rerating periodically, so 
mployers are being told that in order 
0 cover the occupational disease hazard 
snder disability clauses it will be neces- 
ary to increase rates heavily. Under 
ontributory plans the employer proves 
ager to eliminate the clause. 

A case in point is a large contributory 
oup life and total disability plan in 
llinois, in which many silicosis cases 
leveloped. This risk under the original 
plan used a rate designated as “T4.” The 
mployer was told at the end of the five- 
fear period under the contract the rate 
nust go up to a base rate of “T 10” or 
n advance of 150 percent. The rate is 
lerived by formula from the number of 
mployes in various classifications of 
lazard. 

Metropolitan Life Target 


It is reported that the Metropolitan 
fe, which issued a group and disability 
ontract on employes of the National 
‘ead Company and S¢. Joseph Lead 
ompany, has approved claims aggre- 
ating $475,000 to be paid in monthly 
bnstallments to miners formerly em- 
loyed by the companies who claim to 
‘ave contracted silicosis through inhal- 


png “rock dust.” During the "hast few 
years many hundreds of such claim 
have been filed over the country, many 


setting to the courts, 


and aggregating 
several million dollars. .* 








May Write Life Insurance 


The Ohio senate has passed a house 
dill permitting Ohio health and accident 
Mutuals to write life insurance if their 
‘urplus is more than $100,000. The 
‘enate amended the bill, reducing the 
amount from $500,000. 


May Abolish Texas Board 


Abolition of the state board of in- 
“trance commissioners created in 1927 
» jTecommended by the joint Texas 
egislative committee on organization 
and economy. 























LISLE SMITH 


The new Utah insurance commis- 
sioner, Lisle Smith, is a trained insur- 
ance man, being agency manager for the 
North American Accident in Utah. 
There are a number of experienced in- 
surance men who have been appointed 
to head insurance departments recently. 








Sesenenel Is Reported as 
Probably Next Commissioner 


SAN FRANCISCO, March 23.—Fol- 


lowing a statement by Gov. James 
Rolph, Jr., that E. Forrest Mitchell will 
not be reappointed insurance commis- 


sioner, persistent rumor has it that Ro- 
land Tognazzini, 29-year-old attorney 


New Utah Head | 


NATIONAL UNDERWRITER 
editorial and news staff, aim to reflect 
the sentiment as to insurance as found 
among insurance people themselves in 
their various activities and also we try 
to interpret the feeling of the premium 
payers. Frequently the men who are 
engaged in the insurance business itself 
do not consider as they should the very 
strong public opinion that is particularly 
necessary at this time because the minds 
of the people of the United States were 
never so solidified on one subject as 
they are today and that national 
financial security. 


We, of THE 


is 


Insurance Security Is Sought 


Tue NATIONAL UNDERWRITER stands by 
and watches the procession. For in- 
stance, financial security is carrying 


along with it the demand for insurance 
security. Out in the great open spaces, 
in the marts and counting houses, in 
commercial enterprises and professional 
pursuits there is a heartening response 
to the governmental program at Wash- 
ington in the effort to keep the banks 
safe for the people. There have been 
heart breaking and heart aching experi- 
ences with respect to the banking sit- 
uations but with the reopening of banks 


with the building and loan commission, 
will be appointed at the expiration of 
Mr. Mitchell's term next month. Mr. 


Mitchell was appointed by former Gov 
ernor Young. 











Feed 


us,—East, West, 


that affects the 


The people have been hungry for 
something to give them faith. How 
eagerly they responded, therefore, 
when President Roosevelt smashed 
the banking crisis. 
writers must see to it that by no 
word of theirs,—and by 
holding of any word of theirs,—shall 
the people’s new-found financial 
faith be diminished. None among 


should misinterpret, or permit the 
public to misinterpret, recent 
official temporary restrictive action 


million life insurance policyholders. 
Feed the people’s faith! 


Faith 


Life under- 


no with- 
North, South,— 


interests of sixty 





Independence Square 


THE PENN MUTUAL LIFE INSURANCE COMPANY 


WM. A. LAW, President 


PHILADELPHIA 























Is Need for Classification 


Demand on Part of the Premium Paying Public for 
Some Plan Whereby the People Can Be Assured 
of Insurance Security 


By C. M. CARTWRIGHT 


the people have a very definite feeling 
of confidence. They know at least what 
banks are 100 percent and what are not. 


Naturally enough the chief executive 
of the .nation will not allow another 
epidemic of bank failures and super- 


vision certainly will be much more ex- 
acting. 
Last week I took occasion to say that 


along with this same demand for bank- 


ing security, there was a similar appeal 
for insurance security. The insurance 
forces must recognize this and heed it. 


All of us would prefer the present plan 
of state insurance supervision if it will 
be made effective. The federal govern- 
ment is carrying a sufficient load with- 
out burdening it with insurance super- 
vision. At any rate, the United States 
Supreme Court decision of Paul vs. Vir- 
ginia deters the federal government 
from assuming insurance supervision in 
a direct way. 


Uncertain as to Companies 


The point is made, however, that un- 
less the states through their present 
constituted machinery endeavor by all 
means to protect the people insurance- 
wise, then there will be such a tide of 
public opinion toward some form of 
federal control that it will be impossible 
to stop it. It must come then through 
some indirect method. The easiest, most 
logical and most immediate way would 
be for the state insurance departments 
immediately to take an account of their 
own companies. The companies that 
are solvent, that are ably and conscien- 
tiously managed, that can meet their ob- 
ligations without delay are being ser- 
iously handicapped because the people 
themselves are uncertain as to what 
companies are to be relied on and what 
not. The federal government is classi- 
fying the banks. There is no classifi- 
cation of insurance companies, 

Sad Lack of Supervision 


It must be conceded that there has 
been a very unfortunate and sad brand 
of state supervision in a number of com- 
monwealths. Companies have been al- 


lowed to go along that should have 
been forced on a more substantial basis 
some years ago or compelled to rein- 


sure or reorganize. We have these 
conditions confronting us. There are 
some states that have exhibited a high 
order of supervision. They have en- 
deavored to protect their people. Others 
have simply drifted along, being under 
the sway of politics and not attempting 
to use selectivity in licensing com- 
panies. There have been no major fire 
insurance failures. That department of 
the business therefore is in better shape 
than the rest. There are some weak- 
nesses in the casualty and surety fields. 
These should be recognized and handled 
in a way that will best preserve the in- 
terests of policyholders. 


Want Classification Made 


The life insurance situation presents 
some perplexing and instant problems. 
There is more apprehension among the 
people as to life companies than is the 
case with any other class of insurance. 
This is perfectly natural because life 
insurance has a continuous and grow- 
ing value. People build up their life in- 
surance funds for future needs. 

The premium payers therefore desire 
to know what companies are to be re- 
lied on to meet their obligations and 
what ones are so weakened by the de- 
mands on them of the last few years on 
account of mismanagement or misfor- 


(CONTINUED ON LAST PAGE) 
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Your New DOUBLE FEATURE Sales Plan 


It Finds Your Prospects 


and 


Creates Your Interviews 


Calemeter proposes your use of the 
specially devised Interview-creator 
shown to the left. This mailing 
piece is an actual motion-picture 
story of life’s ambitions. 

An ingenious human-interest pres- 
entation. When you see it and 
operate it, you'll visualize unusual 
attention value ... genuine interest 
value .. high response value .. An 
Insurance Natural! 


It Provides the Means 


e that successfully 


Closes Your Contracts 


Your stage is then set for the inter- 
view and The Calemeter Coin Bank 
presentation . . . the greatest coin 
bank idea in the field—one that is 
destined to be the insurance man’s 
most dependable helpmate in clos- 
ing popular, average premium con- 
tracts. 


Be first to capitalize The Calemeter 
Sales Plan. Get full details. Write 
today. Better yet, order in a sam- 
ple of the folder and bank. Attach 
a dollar bill to your letter . . . Cal- 
emeter will give you plenty of 
action and gratifying results! 








MAIL IN $ 


You will receive details 
and a printed specimen of 
proposed mailing piece. 

(Shown above) 


FOR SAMPLE 


You will receive a fin- 

ished working model of 

Calemeter Coin Bank. 
(Shown below) 


ZELL 


PRODUCTS 
CORPORATION 
536 BROADWAY 
NEW YORK, N.Y. 













































Many Notable Speakers in 
Cleveland Sales Congress 





PLANNING THEME FOR 1933 





Hull, Gray and Boyce Headliners on Pro- 
gram Sponsored by Local 
Association 





Attendance at the Cleveland sales 
congress March 18 was over 800, due to 
the outstanding speakers. Among these 
with their subjects were J. K. Board- 
man, Massachusetts Mutual, Columbus, 
O., “I Saw It Through in ’32;” R. S. 
Moore, supervisor Midland Mutual, Co- 
lumbus, O., “Keep Going;” A. E. N 
Gray, assistant secretary Prudential, 
“The Lesson They Left Out;” W. L. 
Boyce, manager Equitable of New 
York, Syracuse, N. Y., “1933 Road to 
Success:” and R. B. Hull, managing 
director National Association of Life 
Underwriters, “Getting Back on to Main 
Street.” 

E. W. Brailey, vice-president -Cleve- 
land Life Underwriters’ Association, 
sponsor of the congress, was morning 
chairman, and E. B. Fisher, second vice- 
president, afternoon chairman. C. W. 
Hippard, president, extended a welcome. 


Importance of Planning 


J. K. Boardman said sales planning is 
important this year. He told methods 
used in writing $200,000 in 1932, his first 
year. He uses an audit of a prospect's 
policies as an entering opening wedge. 
The sales help of a supervisor is of bene- 
fit. Third, monthly, weekly and daily 
planning sheets should be maintained. 
His office adopted a standard of 45 calls, 
15 interviews, 10 referred prospects, one 
luncheon engagement and one evening 
appointment a week with one applica- 
tion as a minimum goal. The monthly 
sheet contains 200 prospect names. An 
analysis of prospects, he said, showed 73 
percent of those sold were acquaintances, 
12 percent referred prospects, 6 percent 
friends, 3 percent relatives or cold can- 
vass and the balance office prospects 
and miscellaneous. 

The chairman spoke briefly on Life 
Insurance Week. Mr. Hull displayed 
types of advertising available. 

Prosperity by Work 


The afternoon session opened with a 
talk by Mr. Gray. He stated the depres- 
sion produced many alibis for not buy- 
ing life insurance. He said it was up 
to life salesmen to bring back prosperity 
for themselves through their own efforts. 

Agents should not argue with their 
prospects. Let the prospect give the an- 
swer to his needs. Sell what they want, 
but try to give them the amount they 
can aftord. 

Mr. Hull brought out the historical 
value of the days just past and advised 
his listeners to save copies of newspapers 
of early March for future reference. The 
coming year will be a period in which 
more policies of small amount will be 
sold and there will be plenty of people 
who can afford the small premium. Sell 
legal reserve life insurance and financial 
independence. Life insurance men can 
exert a great influence on the welfare of 
the country. 


Hull Presents Views 


The country has undergone a thor- 
ough mental cleaning and out of the de- 
pression will come real human values 
more priceless than money, he said. The 
year marks the end of control by 
moneyed interests and the start of a 
true industrial and economic order. The 
greatest obstacle to our comeback is the 
cost of government. The work of the 
next year will be in clothing, feeding 
and entertaining millions, and life in- 
surance will play a very important part 
in such a period. 

There will be a number of projects in 
which the laboring class will share in 
the profits. Those now in need realize 








Serious Crimp Is Put in 
Twisters by Moratoriy 








Great consolation during the tim 
policy loan and surrender morator, 
being taken by life men in the fact; 
this action of insurance commissig, 
has put nearly a 100 percent ¢y 
in the operations of twisters. The 
crees are helping to keep insurang 
force also, because even policyhol 
who have not been actuated by twig 
to apply for surrenders, when they § 
they cannot get the cash now decide 
to surrender. 

Twisters cannot operate under prey 
conditions. Their business dep 
upon getting the money out of an 
valuable policy to pay the premium 
the new one they intend to write. }; 
of their argument is the large cash s 
plus accruing to the policyholder uj 
their plan which he can use in his 9 
business or personal affairs at this ti 


Attempting toe Operate 


This is not to say that the twist 
are not attempting to operate. ( 
Chicago man who carries a very hy 
line of insurance, it is reported, has | 
approached by 19 agents in the & 
month, all of whom frankly sugges 
that he drop a $100,000 policy in or 
to take their plan. The twisters 
trading at the moment on the belief t 
the loan and surrender moratoria 
be short lived. They are taking no 
for a month, figuring that by the ¢ 
date the moratoria will be off, the sa 
render will go through and they will 
paid. 

If the moratoria should last for so 
time, there is possibility that twists 
who have adopted this idea on a lay 
scale will become so financially embz 
rassed due to the fact they are taka 
paper and having to put up nets 
the companies that it will be some ti 
thereafter before they will get 
enough courage to operate extensive 


Coyner Appoints Managers 


C. L. Coyner, manager of the Mutu 
Life of New York for northern IlIlina 
and northwestern Indiana, has appoint 
two district managers, P. H. Smith 


Elgin, with headquarters in 910 Cent 
street, and E. U. Banker, Jr., Gra 
building, Aurora. Mr. Smith, althoug 


he has been in life insurance only = 
months, stood eighth in February ! 
paid business among the entire fe 
force of 41,000 agents of the Mut 
Life. He was formerly in the au 
mobile business in Elgin. Mr. Bank 
has been in the business four years, © 
last year with the Mutual Life, and ™ 





been a steady and consistent produ] 


Percy Forman, Mr. Coyner’s -“ 
manager at Crystal Lake, IIl., is ach 
ing an outstanding record. He was \ 


10 in February with number of live ® 


sured and 28th in total volume of »j 


for among all Mutual Life agents. 


Jefferson Standard Statement 


The annual statement of the Jefit 





son Standard Life shows new insuran® 


last year $36,440,100, insurance in for] 


$328,270,890, total payments to poe 
holders and _ beneficiaries $9,240" 
mortality ratio 59 percent, inter 
earned on total invested assets 5.5 P 
cent, assets $55,799,907, capital and = 
plus $2,650,000. The actual interest 
lection from mortgage loans in 
averaged 6 percent. The interest ae 
on total invested assets was 5.5 perce 
It puts up $800,000 as a special rest™ 
to take care of depreciation on real © 
tate and investment fluctuations. 








that they would have been all rig 
they had set about securing dhe 
dependence in the right way ten ye 
ago. Life insurance will provide thes 
a safeguard to the future. 
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NEW YORK LIFE INSURANCE COMPANY 


51 MADISON AVENUE, NEW YORK, N. Y. 





88th ANNUAL STATEMENT « DECEMBER 31, 1932 














A Mutual Organization 
Founded in 1845 


Incorporated under the Laws of 


the State > New York 


BOARD of “DIRECTORS 
December 31, 1932 





JOHN E. ANDRU 
Manufacturer, iets Chemical 
Company 


NATHANIEL Ff. AYER 
Treasurer, Cabot Manufacturing 
Company 
(Textiles) 

CORNELIUS N. BLISS 
Chairman of the B 
Bliss, Fabyan & Company 

HENRY BRUERE 
Pre t, 

Bowery Savings Bank 

MORTIMER N. BUCKNER 
Chairman of the Board, 
New York Trust Company 


THOMAS A. BUCKNER 
President 


NICHOLAS MURRAY BUTLER 
President, Columbia University 


ay A. CANNON 
President, C Mills © 





’ 


*CALVIN COOLIDGE 
Former President of the United States 


GEORGE B. CORTELYOU 
President, Consolidated Gas Company 


WILLIAM H. DANFORTH 
Chairman of the Board, Ralston-Purina 
Company 


JAMES G. HARBOR 
Chairman of the =. Radio 
C wporation of America 


CHARLES D. HILLES 
N. Y. State Manager, 
Employers’ Liability Assurance Corp. 


HALE HOLDEN 
Chairman of the Board, Southern 
Pacific Company 


CHARLES EVANS a Jr. 
Hughes, Schurman @& Dwight 


ALBA R. JOHNSON 
Retired 


PERCY H. JOHNSTON 
President, Chemical Bank @ Trust 
Company 


WILLARD V. KING 
Retired 


GERRISH H. MILLIKEN 
Deering, Milliken &@ Company 


FRANK PRESBREY 
Chairman of the Board 
Frank Presbrey Company 


GEORGE M. REYNOLDS 
Chairman of the Board, Continental 
Illinois Bank @ Trust Company 


J. BARSTOW SMULL 
Vice-President, J. H. Winchester @& 
Company 


JESSE gy STRAUS 
President, H. Macy @ Company, Inc. 


RIDLEY WATTS 
Director, Chemical Bank & Trust 
Company 


Elected January 11, 1933: 


ROBERT E. DOWLING 
President, City Investing Co. 


"JAMES ROWLAND ANGELL 
President, Yale University, elected March 

8, 1933, to succeed Mr. Coolidge, who 

died January 5, 1933. 





To the Policy-holders and the Public: — 


During the year 1932 the New York Life Insurance Company paid to its living policy-holders and 


to the beneficiaries of those who died, the sum of 


$255,200,187.69 


It met every obligation from its current cash income, made new investments during the year amount- 


ing to 
$46,623,111.32 


and closed the year with a larger amount of cash in bank than at any other year-end in its history. 


The assets of the Company amount to 


$1,974,076,041.43 


The total liabilities of the Company amount to 


included in which are policy reserves calculated upon pra most conservative basis used by Life Insur- 
ance companies; a provisional apportionment of $2,059,288 for 1933 dividends to policy-holders, and a 


special reserve, not required by law, of $36,630,709.74 
Its unassigned funds (surplus) over all liabilities amount to 


$113,969,907.89 


New paid for insurance effected during 1932 amounts to over 


$521,000,000 
At the close of 1932 the Company had outstanding insurance in force of over 


$7,300,000,000 


The total income of the Company during the year was 


$407,235,904.31 


The following table shows the assets of the Company under various headings and the percentage of 


each to the total: 


Description of Investment Asset Value 


Per Cent to 
Total Assets 








Ce ee I TR, kg occcccsccectvessveecesccesesees $ 27,697,604.76 
United States Government Bonds................-0000eeee08 56,009,519.74 
State, County and Municipal Bonds................0+++++0+5 129,486,343.11 
Public Utility Bonds...............sseeeeeeeeeereeeeeenees 147,550,734.61 
i Cia... ches eee wncenecoseeseesenensewede 19,187,336.03 
ich ois nes ced kensbeneeenseooeaseens ee 376,878,012.42 
Canadian Bonds (Dominion, Province, City, etc.)............ 38,847,205.78 
United Kingdom of Great Britain and Ireland Bonds......... 4,987,377.90 
Other Foreign Bonds...........----0seeeeeeeeeeeeeeeeeenes 2,359,029.10 
Preferred and Guaranteed Stocks.............---0-eeeeeeeee 80,883,896.00 
Real Estate Owned (including Home Office) ................. 48,146,598.73 
First Mortgages on City Properties...............660eeeeeees 529,478,296.81 
First Mortgages on Farms.........---. 6. +e eeeeeeeeeeeeeeees 22,451,275.96 
Policy Loans ........cscccccccccccccccccccccscesscessssees 419,798,911.98 
Interest and Rents Due and Accrued.............000e0ee000: 36,168,670.83 
oo. on re, be enebaedes obelisciies és cba ae 34,145,227.67 

ere, eee ee Oe $1,974,076,041.43 


(In this statement, bonds not subject to amortization and all 
Preferred and Guaranteed atocks sre valued on basia pre- 
scribed by the National Convention of Insurance Commissioners.) 








Thomas A. Buckner 


President 
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Canada Avoids Emergency 
Legislation of U. S. Type 


BUT STATE LAWS ARE HEEDED 


Banking Situation in the Dominion was 
Not Affected by the Turmoil 
in This Country 


TORONTO, March 23.—In Canada 
there has thus far been no legislation or 
other governmental rulings restricting 
companies from paying cash surrenders 
or policy loan values and, broadly speak- 
ing, the life companies here are continu- 
ing to assist their policyholders in this 
way. Canadian companies operating in 
the United States, of course, are affected 
by state legislation there, so that their 
practice has to be adjusted to the rulings 
of each jurisdiction. 

Executives here point out that condi- 
tions are changing almost from day to 
day, and as yet it is difficult to say ex- 
act:y what the outcome will be. “We 
are meeting the requirements of individ- 
ual states in which we do business” said 
one executive, but at the same time he 
pointed out that even where a definite 
policy is laid down by the state, there 
usually are reservations which are sus- 
ceptible of varying interpretations. 

Gratified at Performance 


The Canadians feel that this is no time 
for boasting or adopting any “holier than 
thou attitude,” but they are greatly 
gratified at the manner in which the 
Canadian banking system has withstood 
extraordinary stress. The Canadian 
public has retained an unimpaired con- 
fidence in its banking system and in 
the various individual institutions. The 
Canadians have not been infected by the 
scenes they have witnessed in their 
neighbor's house when bank after bank 
crashed over such a prolonged period. 
They have retained complete confidence 
in their own institutions even during the 
past few weeks, when the situation in 
the United States reached its climax. 

Demand for Funds Heavy 


Demands for cash surrender values 
and policy loans have naturally been a 
source of worry in Canada as they have 
been in the United States. Policyhold- 
ers, as a whole, are today much more 
highly educated as to the availability of 
those funds than they were in any pre- 
vious period of depression. However, 
the Canadian life companies have de- 
tected no indication that the abnormal 
surrenders and loans were due to any- 
thing but financial pressure upon in- 
dividuals due to conditions. The banks 
are fully alive to the general principles of 
life insurance and, with but few excep- 
tions, there has been little realization 
upon life policies to help out a bank in 
its arrangement with a debtor. It is not 
the nolicy of the Canadian banks to 
torce individuals to borrow from the life 
companies nor to surrender their insur- 
ance. Whenever a life company has 
brought instances of a local bank man- 
ager following this policy to the atten- 
tion of the head office of the bank, the 
bank has taken immediate steps to cor- 
rect the practice. 

lhe life conipanies here anticipate that 
there will be some increase in demands 
for cash surrender values from Cana- 
dians who took out life insurance with 
Canadian companies in Canada when 
they were living in the Dominion, be- 
cause of their difficulties in the United 
States, but there is no anticipation of 
any serious difficulties caused the Canad- 
lan companies at this time. 


Seek Maryland Advisory Board 
_BALTIMORE, March 23.— An ad- 


visory board to consult with the insur- 
ance commissioner on d‘fficult prob'ems 
which arise in the admin‘stration of his 
office is proposed in a bill introduced at 
the reauest of Commissioner Walsh. 
The bill, drawn by the attorney-gen- 


be the commissioner and 





LIFE 


eral, proposes a board of seven mem- 
bers, to be unpaid, two of whom would 
the deputy 
commissioner. The remaining five would 
be men with specialized knowledge of 
insurance and the law, to be appointed 
by the governor. 

Problems arising in the commis- 
sioner’s office for which there is no 
satisfactory precedent and on which 
rulings would have a widespread effect 
in the insurance field would be put be- 
fore the board, according to the plan. 
It would meet only at the call of the 
commissioner. 


Ryan Agency’s Good Work 


From March 1923, to March 1933, the R. 
M. Ryan agency of the Equitable Life of 
New York at Detroit, paid for well over 
$1,000,000 each month, winding up the 
10-year period with a total production 
of $175,000,000. Mr. Ryan _ recently 
completed 23 years with the company. 
He has been agency manager in Mich- 
igan since 1912. 


The Western & Southern office at 
Rogers Park, Chicago, has been consoli- 
dated with the Chicago-Lakeview dis- 
trict, the St. Louis-Mancester office with 
the St. Louis south and St. Louis west 
districts, and the Warren, O., office with 
the Youngstown, O., district. 
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Intensified Selling Methods 
Needed, Not New Technique 





hundred life underwriters— 
number ever to attend a 
sales congress in Detroit—heard nine 
outstanding speakers outline present- 
day sales methods and point the way to 
greater sales in 1933 at the annual sales 
congress of the Life Underwriters As- 
sociation of Detroit. Claris Adams, ex- 
ecutive vice-president American Life of 
Detroit, was master of ceremonies. 

Vincent B. Coffin, superintendent of 
agencies Connecticut Mutual, spoke on 
“Sensible Selling.” It is not necessary 
to abandon one’s sales methods and 
learn an entirely new technique of sell- 
ing for 1933, Mr. Coffin stated, adding 
that best results can be accomplished 
by simply intensifying one’s established 
sales methods. 


Thirteen 
the largest 


Must Analyze Problem 


The first essential in selling, said Mr. 
Coffin, is analysis of the problem. Un- 
derwriters must realize that people do 
not want to buy anything at the present 
time unless the purchase is considered 





vital, something they can't get along 
without. Hence the underwriters’ prob- 
lem is to convince their prospects that 


a complete insurance coverage is as 
vital to them as food and clothing. 
Four Factors to Consider 

Let the agent ask himself, “Is my 
sales method basic? Do I stress the 
types of insurance that are most in- 
dispensable?” Such types are retire- 
ment income and family protective 


policies. A man’s first thought is for in- 
surance to take care of him and his 
loved ones when he is old and to pro- 
vide for his family when he is out of 
the picture. The old basic ideas are 
still the best because they are vital. 
Four factors must be considered in 
selling such policies: First, at what 
age does the prospect wish to retire?; 
second, how much income does he want 
after that age?; third, how much capital 
will be required at that age to produce 
the necessary amount of income?; 
(CONTINUED ON PAGE 20) 














ORGANIZED SELLING METHODS 


have been supplemented by a timely 
contract the RECONSTRUCTION 


SPECIAL, which at age 35 “Turns 
The Clock Back’ 14 years 


THE MINNESOTA MUTUAL LIFE INSURANCE CO. 


Saint Paul, Minnesota 
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Making 
Policyholder Service 
PROFITABLE 


Every agent who has been in the life in- 
surance business long enough to acquire a 
list of policyholders must devote much time 
in 1933 to “service.” To make the time 
spent by agents in this work more profit- 
able NWNL has adopted a two-fold policy: 


], 1 its epoch-making training course, 

the NWNL Guide to Successful Un- 
derwriting, it provides a definite pro- 
cedure for making service calls pay their 
way in new business produced as well 
as in renewal commissions saved. 


Additional compensation for suc- 
cessful “conservation work” will be 
paid to agents who improve their lapse 
ratios during 1933, in the form of 
bonuses running all the way from a frac- 
tion of a dollar to as high as $4.00 per 
thousand for 1932 business renewed in 
1933. As usual, cash prizes for conserva- 
tion leadership will be paid; in addition, 
points credit for convention qualification 
will be awarded those with low lapse 
ratios. Convention points will also be 
awarded for service calls reported wheth- 
er new business is obtained or not. 


The only U. S. company with over $200,- 
000,000 insurance in force toshow an increase 
of its insurance account in 1932, NWNL will 
continue its onslaught against lapses vigor- 
ously throughout 1933. 


Insurance in force $361,719,432 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


O. J. ARNOLD, parsivent 
STRONG~— Minneapolis Minn. ~ LIBERAL 
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Hard Work and Good Mental 
Attitude Are Present Needs 





BOYCE TALKS AT CLEVELAND 





Syracuse Manager Gives Practical 
Creed of Preparation, Planning 
in Sales Congress 





More men are needed in life insur- 
ance with the spirit of Tolstoi’s peasant 
character who was asked what he would 
do if he knew he were going to die 
tomorrow, and replied that he would 
plow, W. L. Boyce, agency manager 
Equitable of New York in Syracuse, 
stated in his talk at the Cleveland sales 
congress. Mental attitude is a powerful 
factor today. 

The agent should think of himself 
as one with a message which he must 
tell everyone in his community. The 
business needs more men with this 
spirit; men here to stay and not just 
working at the business until something 
better comes along. Mr. Boyce said 
each hour not profitably used is cheat- 
ing some of these people whose busi- 
nesses could be conserved and estates 
created, whose families could be cared 
for in time of need. 


Time Organization Needed 


Organization of time is essential. Suc- 
cess depends upon the use to which 
time is put. An early start must be 
made in the morning, a definite ap- 
pointment before 9:30 a. m. The day’s 
work must be planned, which prevents 
the agent from being diverted from 
his course and serves to generate en- 
thusiasm for the work. A measure of 
time may be set up by crediting oneself 
with 30 cents for every minute spent 
talking to a prospect and deducting 10 
cents for every minute spent in the 
office between 9 a. m. and 4 p. m. 

Most men have greater energy in the 
morning. Therefore, it is advisable to 
do the most difficult job first. En- 
thusiasm is greatest early in the day 
and resistance encountered then in- 
creases selling ability. Agents should 
check themselves on their improvement, 
find out the strong points and use 
them; discover the time, age and oc- 
cupation of people the agent can sell by 
rechecking those already sold. Mr. 
Boyce advised against leaning on large 
cases as most companies are not writ- 
ing them and not many people are ap- 
plying for large amounts. The buyer 
of today is one with an income from 
$2,000 to $5,000 a year. 


Hoarding Major Obstacle 


Life insurance men are not in com- 
petition with autos, radios or the stock 
market today, but with hoarding. There- 
fore they must, to succeed, confine their 
business hours to business. Since peo- 
ple are not spending their money so 
freely as in the past, agents must in- 
crease their exposure to money making 
businesses. There is always some one 
making money. Prospecting is a defi- 
nite job and a special time should be 
set aside each day for this function. Too 
many agents are being “cried to death” 
by old prospects. 

Agents should be on the alert for peo- 
ple entering new businesses or receiving 
new sources of revenue from old busi- 
nesses. The return of beer, he said, will 
mean more money for the brewer, for 
the auto salesman, for trucks, more real 
estate rented, increased telephone 
service, more business for transporta- 
tion companies, waiters, hotel men and 
many others. 

The presentation should be keyed to 
present conditions. Agents can capital- 
ize on the depression. Every interview 
should be definitely planned in advance. 
Mr. Boyce asked if an agent would give 
without preparation a talk for which he 


Indiscriminate Relief for 
Mortgagors Is Lessening 





ECKER IN “A. P.” INTERVIEW 





Metropolitan President Voices Sentiment 
of Life Officials on Dangers of 
Emergency Legislation 





NEW YORK, March 23.—Better un- 
derstanding of the full consequences of 
flat interest rate cuts and indiscriminate 
relief to all mortgage debtors regardless 
of their ability to pay has resulted in a 
considerable lessening in the demand for 
such wholesale revisions of existing 
debtor-creditor relationships, life insur- 
ance men in touch with the legislative 
situation find. 

President F. H. Ecker of the Metro- 
politan in an Associated Press interview 
warned against such legislation, saying 
that it would contain elements of great 
danger. 

Pointing out that a spirit of genuine 
cooperation prevails among all interested 
parties, he said that a horizontal reduc- 
tion of mortgage interest rates cannot 
possibly aid the individual who is unable 
to pay anything, and it weakens the 
capacity of the loaner to extend con- 
sideration to those in distress. 


Pass Bill in New York 


The New York senate this week 
passed a bill by a 44 to 1 vote granting a 
one-year moratorium barring _fore- 
closures for non-payment of principal. 
It would permit foreclosures for non- 
payment of interest and/or principal, 
and applies only to home-owners. It is 
believed that it will be passed by the 
assembly and approved by the governor. 

While this type of measure, because 
of the abrogation of contracts, is not 
liked by life companies, their objection 
to it is much less pronounced than to 
proposals which would suspend fore- 
closures even in case of default of in- 
terest. Companies are naturally more 
lenient where only defaults of principal 
payments are involved, and the New 
York measure, if it becomes law, will 
have little practical effect. 


Some Practical Suggestions 





Wallace King of Lima, O. Gives Address 
Before Indianapolis Association 
of Life Underwriters 





W. H. King, Lima, O., district man- 
ager of the Mutual Benefit, addressed 
the Indianapolis Association of Life Un- 
derwriters, giving practical suggestions 
from his own experience. For 980 weeks 
he has written an application each week, 
without a break, approximately 18 years. 
He has been a $1,000,000 producer since 
1924 and in 1932 led the Mutual Benefit 
fie'd on paid production, having been 
second place in 1931; third place in 1930 
and fourth place, 1929. He is at pres- 
ent a strong advocate of annuities and 
other single premium policies, believing 
that life insurance is entering an era 
when it will be highly regarded from 
the purely investment viewpoint. He 
expressed his belief that the action of a 
number of state commissioners in de- 
claring a life insurance moratorium was 
a good economic move and_ will 
strengthen the position of the compa- 
nies. He betieves that the next ten 
years will be exceptionally good for 
selling life insurance. Less emphasis 
will be placed on cash and loan values 
and more on income in life insurance 
sales from now on. He does not be- 
lieve that an agent should know too 
much of the technical side of the busi- 
ness but should leave that to the ac- 
tuaries. He considers that he is “sell- 
ing estates.” 











might receive $100. Yet he said many 








agents have done just that, although 


they would have made more money if 
they had prepared the talk. 
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Management Conferences 
to Be Held in Two Cities 





CURRENT PRACTICES, TOPIC 
Life Office Group Arranges Programs 
for New York and Fort Wayne, 

Ind., Gatherings 





Programs of the 1933 spring confer- 
ences of the Life Office Management 
Association are announced. The east- 
ern conference will be held in the Hotel 
New Yorker, New York City, April 24- 
25. The first day is to be devoted to 
consideration of the problems incidental 
to operation of the new business de- 
partment, under the general chairman- 
ship of J. B. Slimmon, secretary Aetna 
Life. 

The second day several papers will be 
presented on “Home Office Procedures 
in Handling Foreclosed Loans on Farm 
and City Property.” F. L. Rowland, 
secretary Lincoln National, will be 
chairman. 

The midwest conference will be held 
in Fort Wayne, Ind., June 12-13. Mem- 
bers will be guests of the Lincoln Na- 
tional Life. The program will be de- 
voted to “Operation of the New 
Business Department in the Small and 
Medium-Sized Company.” 

J. F. Ruehlmann, vice-president West- 
ern & Southern Life, will preside over 
the first day’s session; C. F. Cross, 
assistant secretary and chief underwriter 
Lincoln National, is chairman of the 
Tuesday session. The “Home Office 
Underwriting Practices and Procedures 
of the Small and Medium-Sized Com- 
pany” will be presented. 

All addresses and committee reports 
to be presented at these special con- 
ferences are being developed in the light 
of present conditions. Because of the 
unusual situation confronting life com- 
panies, the board of directors feel that 
the program is of unusually pertinent 
interest to life insurance administrative 
officers. It is expected that there will 
be a large attendance at both meetings. 


Confusion Arises 
from the Edicts 





(CONTINUED FROM PAGE 1) 


the formation). Unless the insurance 
departments do adopt something near 
uniformity it is going to create a very, 
very strong sentiment for national or 
tederal direction and probably control. 
It does appear to me that with an 
emergency existing the insurance de- 
partments could and should agree to 
unitiorm practice, even though it might 
necessitate some of them making slight 
concessions as to personal views and 
submerge them to the good of the in- 
stitution as a whole. Never before in 
the history of the life insurance busi- 
ness has state supervision been on trial 
to the same degree and extent that it 
now is. Uniformity or near uniformity 
on these vital questions will, in my opin- 
ion, avoid what might be termed a 
breakdown in the system.” 


Takes Over Northern States 


The court on Wednesday issued an 
order approving the contract whereby 
the business of the defunct Northern 
States Life of Hammond, Ind., is taken 
over by the Lincoln National Lite. 


New Idaho Tax Bill 


BOISE, IDA., March 23—A_ new 
Premium tax bill adopted by the Idaho 
legislature would increase the rate on 
all classes of insurance from 2 to 3 per- 
cent following the virtual defeat of the 
measure to increase the tax on pre- 
miums of legal reserve life companies 
only from 2 to 5 percent. Approval by 
the governor is regarded as assured. 











OBSERVATIONS 


in the Life Insurance Field 





The question is naturally arising in 
everyone’s mind as to how long the life 
insurance moratorium will continue and 
how it will be lifted. No one can give 
a reasonable answer because much de- 
pends on the time when the banking 
situation is stabilized. Inasmuch as the 
insurance moratoria came by state de- 
cree and there was no uniformity, it is 
a question whether there will be syn- 
chronous action taken when they are dis- 
continued. If one state recalls the mora- 
torium edict and the others do not there 
will be much confusion. Every state in 
its proclamation placed a ban, not only 
on the companies organized under the 
laws of that state, but all companies 
licensed in the state. If, for instance, 
New York should lift the moratorium 
first that would apply only to New York 
state and not to any other state. Un- 
doubtedly there will be an attempt made 
through the National Convention of In- 





surance Commissioners to act concur- 


rently. 
i 


The banking situation will affect com- 
panies for some weeks because many 
banks have not opened and a number of 
these will not open. Wherever there are 
bank failures or suspensions there is im- 
mediate rush to life companies for funds, 
they taking the place of banks. Un- 
doubtedly the states will watch this 
banking landscape and when there has 
been sufficient adjustment made un- 
doubtedly the life companies will begin 
to function normally. 

There are some other aspects that 
must be considered. The cash receipts 
of companies have been reduced ma- 
terially. This is due very largely to 
banking conditions because for many 
days no checks could be cashed. In 
hundreds of other localities banks are 
dormant and deposits are tied up. 





The 


9 


grace period has been extended here and 
there. Policyholders have been embar- 
rassed because their personal accounts 
have been frozen and many of them are 
not able to function yet because their 
banks have not opened. Furthermore it 
might be said there is a voluntary farm 
mortgage moratorium all over the coun- 
try. Farmers are taking the position 
that they need not pay their interest and 
this sentiment has spread widely. Com- 
panies were willing to be lenient where 
farmers were hard pressed. Now even 
those that could pay their interest are 
holding back. 

Again municipalities are finding it dif- 
ficult to meet the interest on their bonds 
or their maturities due to the bank sit- 
uation and people being unable to pay 
their taxes. Almost every municipality 
is affected and all are having very hard 
work to balance their budgets. If the 
receipts of companies are thus reduced 
that will have an effect. If there is an 
upward trend so that individuals, cor- 
porations, municipalities, etc., can meet 
their obligations, which many are not 
able to do now, that will enable the com- 
panies to maintain their position. 

If it becomes necessary for the par- 
ticipating companies to reduce their 
dividends still more owing to the con- 

(CONTINUED ON PAGE 22) 
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Begun on horseback 


The Na- 
tional is a 
mutual, 
legal re- 
serve life 
insurance 
company, 
begun on 
horseback 


by a Vermont physician, father of 
Admiral Dewey, 83 years ago and 
now truly National. 


Detailed Statement (46-page Booklet) Sent Free on Request 


NATIONAL LIFE INSURANCE COMPANY 


Montpelier, Vermont 
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Vv. Schaick Issues Decree 


in Interest of Uniformity 


(CONTINUED FROM PAGE 1) 


rector R. B. Hull of the National associ- 
ation. It stated in part: 

“It is clear to us that the superintend- 
ent’s notification prohibiting only the fu- 
ture declaration of dividends during the 
present emergency, was merely the legal 
consequence and a necessary result of the 
suspension of contractual rights with re- 
spect to cash and loan values. 


Early Rumors Circulated 


“It is the opinion of this group that 
Superintendent ‘Van Schaick is handling 
the situation wisely and for the good of 
the institution of life insurance, and that 
when the present emergency restrictions 
are lifted, life insurance will enjoy even 
an increased confidence on the part of 
the American public. We also feel that 
we, as life underwriters, working under 
the jurisdiction of our respective insur- 
ance departments, should do everything 
within our power to maintain the integ- 
rity of the institution and to avoid any- 
thing which may result in misunder- 
standings or unnecessary alarms on the 
part of the public.” 

The order went out to the companies 
two days before it was made public. 





THE NATIONAL 





UNDERWRIT 








Early rumors which got around gave the 
impression that dividends already de- 
clared were affected, although the order 
specifically exempted them. When the 
latter fact was realized, there followed a 
wave of speculation as to the order’s sig- 
nificance, since practically all domestic 
companies have declared policy dividends 
for 1933. Was the order aimed at cer- 
tain stock companies? Was the policy 
loan moratorium expected to continue 
until next December, when 1934 divi- 
dends would be declared? 

As a matter of fact, the dividend order 
was a mere incident in the process of 
keeping the present emergency regula- 
tions on a consistent basis. The actual 
amount of dividends that might be de- 
clared during the present emergency 
would undoubtedly be so small as hardly 
to justify a special order. At the same 
time, the department would be open to 
criticism if it allowed any dividends 
whatever to be declared while policy 
loans and surrenders are limited. 


Opposition Is Silenced 


Opponents of the present legislation 
and regulations, could point to the lack 
of any ban on the declaring of dividends 
as proof that the present emergency falls 
short of justifying the limitations im- 
posed on policy loans and surrenders. 


to impose the regulations which have 
been laid down for the protection of pol- 
icyholders during the present emergency. 
The ban on dividends, while of virtually 
no practical effect, is designed to forestall 
misunderstandings to which its absence 
might possibly open the door. 

The unnecessarily serious interpreta- 
tion of the dividend order is reflected by 
the New York “Herald Tribune’s” com- 
ment on it, which says in part: 


Newspaper Editorial 


“The ruling . . . will be a technicality 
unless it stays in force until next De- 
cember, when most of the companies de- 
clare dividends for 1934. . . Barring the 
declaration of dividends at this time, 
when most of the nation’s banks have 
reopened and public sentiment has been 
restored to sanity, serves to make it 
clear that the insurance companies have 
a special problem, brought about by the 
economic depression, but having individ- 
ual characteristics like the separate prob- 
lems of the banks, the railroads, mort- 
gage companies and various severely de- 
pressed industries. . . The situation. . . 
cannot be regarded as merely a part of the 
bank holiday now that the state insur- 





By keeping its position technically as 


ance department is forbidding the decla- 














STABLE 


pregnable against 


country. 


is obvious. 


CONTINENTAL CASUALTY 
ASSURANCE COMPANIES 


CHICAGO 





firmly established 


Continental, founded in 1897, has stood im. 


economic disturbances which have swept the 


It has grown steadily, becoming one of the fore. 
most multiple line insurance organizations now 
operating. It is stable, firmly rooted, and its 


DURABILITY is unquestioned. 


In view of past and present business condi- 


tions, the value of a Continental connection 
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Life underwriters are doing a vas 
amount of constructive work since pol- 
icy loan limitations went into eftect 
General agents have been urging their 
men to see as many of their policyhold. 
ers and prospects as possible to explain 
the reasons for the present emergency 
regulations, and their value to life in. 
surance in protecting it from the un. 
thinking fear of panic-stricken minority 
of policyholders and from the necessity 
of bearing a burden that rightfully be- 
longs to the banks. Now that the rea- 
sons behind the dividend declaration ban 
have been clarified, there is no question 
that the policyholder may raise which 
cannot be answered fully and convince- 
ingly. 


DIVIDENDS ARE PROHIBITED 


The Ohio department has sent notice 
to life companies resident in Ohio pro- 
hibiting them from declaring dividends 
to stockholders. The department also 
has modified its emergency order of 
March 10 to permit the companies to 
conform to rules laid down by other 
states, provided they do not conflict with 
the Ohio department's ruling relative to 
the payment of “death claims, matured 
endowments, annuities, disability pay- 
ments and installments on supplement- 
ary contracts.” 


WISCONSIN ORDER ISSUED 


MADISON, WIS., March 23.—Wis- 
consin’s emergency order forbidding life 
companies from paying policy loans or 
cash surrender values until further no- 
tice, was issued by Commissioner H. ] 
Mortensen shortly after the law allowing 
this procedure, had become effective. 

The measure met with a strong fight 
in the legislature, to provide for an ex- 
tension of the grace period for premium 
payments to protect policyholders with- 
out cash reserve values during the bank 
emergency. An attempt was made to 
amend the bill to make the moratorium 
contingent on cutting salaries of execu- 
tives. 

Senator Polakowski fought the meas- 

ure, bringing up the issue of salaries, 
and attempting to amend the bill by pro- 
viding that companies could be paid both 
premiums and policy loan debts, in 
scrip. This amendment was defeated 
only by one vote. 
Life company representatives gath- 
ered in Madison to urge enactment. The 
publicity given the bill greatly increased 
demands for policy loans, even from the 
Wisconsin state life fund. 

While the Wisconsin order is similar 
to that of New York, it has an additional 
feature whereunder the companies are 
ordered to grant an additional 30 day 
grace period. 

Dividends may not be paid to stock- 
holders. 


COLORADO BILL IS UP 


DENVER, March 23.—A_ Colorado 
moratorium for insurance companies de- 
ferring payments on policy loans and 
cash surrender values is provided in a 
bill introduced in the Colorado house 
It passed on second reading and _ has 
been returned to committee for consid- 
eration of amendments. It provides for 
great powers in the governor of state 
practically the same as those vested in 
him under the bank moratorium law 
passed last week. 


NO BAN ON DIVIDENDS 


HARTFORD, March 23.— Commis- 
sioner Dunham of Connecticut has an- 
nounced that he will not issue a ruling 
barring declaration of dividends to stock- 
holders or policyholders. If a company 
is in good financial condition and prop- 
erly earns its dividend requirements. 
there is no reason why it should not pa) 
dividends to policyholders and_ stock- 
holders, Mr. Dunham stated. The div!- 
dent declaration ban issued in other 
states does not apply to out-of-state 





ILLINOIS | 





companies licensed in those jurisdictions 
After ascertaining Mr. Dunham’s att! 
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tude on the declaration of dividends the 
Travelers declared its regular $4 quar- 
terly dividend this week. 


NO ACTION IN MICHIGAN 


LANSING, MICH., March 23.—There 
has been no legislation to ease the loan 
and surrender value situation for Mich- 
igan companies but it is anticipated that 
a substitute for two bills already intro- 
duced but not acted upon will appear 
soon. The substitute, it is anticipated, 
will follow the lines of the New York 
act. The Orr bills have been dormant 
in the senate insurance committee since 
before the national moratorium was de- 
clared. 


ACTION IN NEW HAMPSHIRE 
CONCORD, N. H., March 23.—An 
emergency measure broadening’ the 


scope of the insurance commissioner's 
powers has been passed by the New 
Hampshire legislature under suspension 
of the rules. The bill is patterned 
closely after that recently adopted in 
Massachusetts. Commissioner Sullivan 
has promulgated rules identical to those 
in New York. 


MISSOURI BILL ADVANCED 


JEFFERSON CITY, MO., March 23 
—The Missouri senate has perfected the 
Kinney insurance moratorium bill. On 
reconsideration the senate defeated an 
amendment preventing real estate fore- 
closures during the moratorium period. 
The measure is scheduled for enactment 
in a few days. 

As now worded the measure author- 
izes the governor and superintendent to 


postpone or limit payment of claims, 
demands or withdrawals of reserves, 
whenever the necessity of such action 


is indicated. The bill would not affect 
payment of death claims, disability bene- 
fits, annuities, maturing endowments, 
etc. The order would operate to pro- 
hibit suits against companies caused by 
their obeying the moratorium order. 

There is a clause to permit companies 
doing business in Missouri but domiciled 
in another state to operate under the 
laws of their home state covering such 
emergencies. 


ALABAMA BILL PASSES 
MONTGOMERY, ALA., March 23. 


—The Alabama legislature has enacted 
the emergency measure vesting Superin- 
tendent Greer with extraordinary pow- 
ers to issue rules and regulations gov- 
erning loans and cash surrender values. 
Mr. Greer immediately issued rules and 
regulations with the approval of a 
board, composed of the presidents of 
Alabama’s five legal reserve companies, 
as required by the new statute. 

He wired the commissioners of New 
York and Connecticut to ascertain when 
they expect moratoria in their states 
to be lifted, but, judging from replies, 
there appears to be no immediate pros- 
pects of those states withdrawing their 
emergency rules. 

The rules issued by Mr. Greer are pat- 
terned after the New York rules, except 
for a few changes. He added a new 
section: “In the case of total and per- 
manent disability claims, under policy 
contracts where the insured has the 
option of payment in a lump sum or in 
installments, no company shall make 
such lump sum payment, but may pay 
such claims in monthly installments in 
accordance with the terms of the policy 
contract.” 


DIFFICULTY IN NEBRASKA 


LINCOLN, NEBR., March 23.— 
Opposition of a group of Nebraska 
agents and several Democratic leaders 
in the house delayed final passage of the 
insurance moratorium bill in Nebraska. 
Nebraska life companies are bringing 
pressure to bear for speedy action as 
they cannot operate in other states be- 
cause of emergency orders there if they 
continue to make policy loans and pay 


cannot operate in their home state un- 
less they do so. 

Commissioner Herdman has prepared 
an order for issuance when the bill is 
passed, providing for a moratorium on 
cash value payments and giving an addi- 
tional 30 days grace period. Tuesday 
the house recommitted the bill to com- 
mittee of the whole for specific amend- 
ment. 


RHODE ISLAND MEASURE 
PROVIDENCE, R. L., March 


Dictatorial powers to control operation 
of insurance companies during the 
present emergency and any that may 
happen in the future would be given the 
insurance commissioner under terms of 
a bill introduced by Senator McLaugh- 
lin. Commissioner Heitzen, sponsor of 
the bill, pointed out that a moratorium 
should be permissible in view of the 
consequences of similar actions by other 
states. Passage of the bill is believed 
assured by leaders in the assembly. 
TEXAS BILL IN CONFERENCE 
AUSTIN, TEX., March 23.—The free 
conference committee of the Texas legis- 
lature has agreed on an insurance mora- 
torium bill. The senate bill was amended 
by the house so to prov ide that it would 
1933, and that no _offi- 
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expire Aug. 31, 














$2,850.00 


$1,000.00 





cash surrender values in Nebraska, and 








cer of a life company was to receive 
more than $750 per month during the 
period of the moratorium. The senate 
refused to concur in the amendments. 

The free conference committee has 
reported a bill providing that salaries 
of insurance company officers shall not 
exceed $1,000 per month and that the 
moratorium shall last until Dec. 31, 1933. 

VERMONT FOLLOWS NEW YORK 

Commissioner Clark of Vermont is- 
sued an emergency order identical with 
the original New York rulings. 


IOWA AND MONTANA 


declaration of 
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KENTUCKY LAW MUST CONTROL 

FRANKFORT, KY., March 
Commissioner Senff in a bulletin to all 
life companies doing business in Ken- 
tucky quoted regulations adopted by 
many states regarding policy loans, but 
says that in his opinion commissioners 
of other states can not promulgate any 
rules or regulations that can be legally 
maintained in Kentucky in conflict of 
its statutes, which provide that cash sur- 
render values may be deferred for not 
more than three months after applica- 
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in approved assets for each 


of Policy Reserve liability 


Chas. E. Becker, President 





— 
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tion is made, but that all Kentucky 
companies doing business in other states 
must be governed by the laws of the 
particular state 

Ohio Ruling Cited 


He then quotes the supplemental rul- 


ing of the Ohio department and says 
rgearding it: ; 
‘This, I believe, substantiates the 


opinion of the Kentucky department in 
that all companies operating in Ken- 
tucky must comply with the Kentucky 
laws governing such cases. I appreciate 
the great service insurance companies 
have been rendering and would be will- 
ing to do anything within reason to pro- 
tect the companies and the policyholders, 
but in the absence of any statute we 
are powerless to prevent any policy- 
holder from insisting that his contract 
of insurance be carried out as our laws 
provide.” 
° A ° 
Modify Reece Injunction 

NASHVILLE, TENN., Ny on 2 
The injunction against A Reece, 
mer Tennessee insurance ars an Bes 
has been modified to enable him to se- 
cure funds in several banks where he 
has money deposited. These funds have 
been shown to have no connection with 
the $100,000 in bonds concerning which 
he has been charged with larceny. 





























HE Great American Life of Texas has a financial 
structure equaled by few young institutions in the 
country. No bank or governmental loans are out- 
standing and no real estate is owned. 


Inquire about our liberal agency contract and modern 
line of up-to-date policies. 
conscientious agents in Texas, Colorado, Louisiana, 


Idaho, Arizona and North Dakota. 
THE GREAT AMERICAN LIFE INSURANCE CO. 


Territory available to 


HOME OFFICE: SAN ANTONIO, TEXAS 


"Where the sunshine spends the winter" 
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Stated Plainly - - 


HANGING Times have never 

yet made three meals a day 
and a mother’s care unnecessary for 
a growing child—the wife who may 
become a widow is still a woman to 
be provided for—and a retirement 
income has lost no whit of its at- 
tractiveness to men. 
















Nothing but life insurance can do 
the job of life insurance. Get busy. 


The Franklin 
Life Insurance 
Company 
Springfield, Illinois 


















































Send for booklet 


Contract” 


Fidelity workers. 





“The Company Back of the 


EASIER PROSPECTING 


Does he need it? Can he get it? 
These first two questions in pros- 
pecting must be answered by Fi- 
delity agents as well as all other 
agents. But Fidelity’s lead service 
in most cases answers for its agents 
the third fundamental question of 
prospecting—can he pay for it? 


The Selection is Good 


It automatically separates the wheat from most of the chaff. Those 
who reply for the most part can pay for the protection. Thus the 
most important feature of today’s prospecting is minimized for 


he FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 


PHILADELPHIA 


WALTER LEMAR TALBOT, President 











Experts Given Pointers at 
Well Attended Boston Meet 


CELEBRATE 50th ANNIVERSARY 





Connell Says Old Customers Can’t Be 
Relied Upon—Must Get New 
Prospects 





BOSTON, March 23.—The annual 
sales congress of the Boston Life Un- 
derwriters Association, celebrating its 
50th anniversary, attracted over 1,000 
life underwriters from all parts of New 
England. 

President H. P. Cooley presided at 
the morning program and S. D. Weiss- 
man, chairman of the executive commit- 
tee, at the afternoon session. 

Albert E. N. Gray, assistant secre- 
tary Prudential spoke on “The Lesson 
They Left Out.” The best policy nowa- 
days, he said, is the one which gives all 
the insurance one needs and as much 
investment savings as the policyholder 
can afford. 


Connell Discusses Prospecting 


C. D. Connell, New York City gen- 
eral agent Provident Mutual Life, dis- 
cussed “Prospecting in 1933.” He de- 
clared the agent must have a deep 
seated conviction of the importance of 
life insurance to the community and be 
industrious to succeed in 1933. Old 
methods won’t work today. We used 
to glory, said the speaker, that 50 per- 
cent of our business came from old 
customers. Today, 85 to 90 percent of 
the agents are up against the fact that 
they must prospect to survive. Every 
man should have a definite knowledge 
of how many prospects he needs for the 
rest of the year. I find that it takes 12 
to 16 interviews for a sale. Every new 
applicant ought to produce at least 10 
new prospects. Find out from the new 
applicant where his home is, his col- 
lege, business associates, competitors, 
athletic relations, hobby, neighbors, for- 
mer residents, relatives and fraternities. 
These will lead to new names and 
likely prospects. 


J. M. Holcombe, Jr., manager Life 
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Research Bureau Reports a 
Decline of 23% in Sales 
HARTFORD, March 23. —Ordinan 


life sales declined 23 per cent in Febry. 
ary according to the Life Insurang 




















Sales Research Bureau. Although th Life : 
general decrease was experienced in aj? bigge 
parts of the country, the south centrigmco™ © 
section fared the best. With the ex.gereders 
ception of Mississippi every state in thi question 
section showed a better experience {o,fm!a! ™ 
the month than the country averag 
The New England and the west norh—m Que: 
central sections also were above thmmcompa! 
average during the month. purcha: 
The following figures give by section jm me tha 
a comparison of sales in February anjfor sur 


for the last 12 months: wager 
Feb., 1933 Last 12 Mos me". 





omp. to Comp. to be fulf 
eee 1932 Prev. 13 ha panies 
New England .... 79% 79 values 
Middle Atlantic .. 76 7” id 
East North Central 77 17 shou 
West North Central 79 76 under 
South Atlantic ... 74 73 
East South Central 85 75 
West SouthCentral 86 82 Ans’ 
Mountain ........ 66 72 vour f 
DE s<cnndacees 76 76 : 
no of 
ary - dented 
MGRGM  cccccevces 72 > 
Chicago ......... 89 87 commer 
Cleveland .......-. 66 70 contin 
Detroit anor s . -° the 
Los Angeles ..... 7 loulc 
New York ....... 72 72 Wou 
Philadelphia ..... 71 76 your 
BE. BAUS vccesesce 97 93 bank 
—————— _—- _—_—— —___________. a closed 
= i : and § 
until times are better, if money is not panies 
available for insurance needed. It is I jemar 
now taking from 17 to 20 calls to make vajues 
a sale. The answer to the “friends in J 999, 
the business” argument is “No one ever I cessio 
bought insurance from me who hada offices 
friends in the business.” : bunds 
D. B. Maduro, counsel for the New These 
York Life Underwriters Association oni ¢ 


spoke on “Privileged Property” ani 
gave the legal standpoint why life in 


surance is privileged property. WI 

C. C. Gilman, National Life of Ver- have 
mont, Boston, summed up some of the their 
events of the day in his inimitable wa) urged 
and the closing speaker was Leon Gil- the b 
bert Simon, New York City, Equitable insur; 
Life of New York, who spoke on “The gone 











Insurance Sales Research Bureau spoke | Value of Discontent.” Contentment may sugg' 
on “Did the Dinosaur Teach Us Some-| make for happiness, he said, but finan- their 

thing?” in which he criticized the agents | cial contentment makes for stagnation shink 

for getting in a rut and not changing| There is a difference between destruc- kinds 

their habits. tive and constructive “sp gremge The could 

latter eliminates the evils of our present rage: 

Gentusts Cpen Susu condition and brings about a better state ee 

Ralph G. Engelsman, New York City | of affairs. When a salesman is satisfed terrif 

general agent Penn Mutual, conducted | with himself he slides back. He should more 

an open forum and in rapid fire style | be economically discontented. insur 
handed out a lot of general information. en the 

He does not favor cold canvass. “Good Tri-Cities Managers Meet state 

prospecting,” he said, “is having your- even 

self sent to people.” The minimum in- General agents and managers in Rock wher 

come policy is the best sales talk today. | Island and Moline, Ill, and Davenport, days 

It is no time to be talking about a] Ia., held their monthly meeting in the plyir 
“swell contract.” To sell policies the| latter city. Karl S. Madden, general that 

agent must know what is needed. Term | agent Penn Mutual, spoke on “Sensible post; 

insurance may be best in some cases! Selling.” did | 

have 
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“Calemeter Carries Boston Convention! that 
life 

. . >. . shrit 

New England Life Underwriters Enthusiastic and 

. to s 

- , torc 

NOVEL NEW SALES PLAN WINS SPIRITED APPROVAL wen 

sure 

I 

On March 17th . . . Calemeter reenacted though sponsored from the rostrum. We ates 
Paul Revere. The occasion was the “One therefor, take this occasion to gratefully d 

day congress of the Boston Life Under- acknowledge the accorded welcome . . . and dem 

writers. Before nightfall the assembled pro- we are certain that Calemeter will do its tam 


ducers from every middlesex, village and 
town knew about Calemeter—and talked 
about it. Their unofficial approval of this 
novel sales plan was just as inspiring as 














See Details of CALEMETER Sales Plan 
TURN TO PAGE 4 THIS ISSUE 


share in building “more million dollar a 
year men”—not only in New England, but : 
throughout the U. § . Zell Products tion 
Corporation, New York. nun 
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What Would You Say As 
to the Moratorium Edict? 





Life salesmen are confronted today with 
a bigger problem than ever before on ac- 
count of the moratorium on loans and sur- 
renders. Herewith is given a composite 
question that is being asked and an answer 
that may be given. 

Question: I see the life insurance 
companies have fallen down. When I 
purchased my insurance the agent told 
me that I could get a loan on my policy 
or surrender it for cash when these 
values became available. What is the 
use of having a contract if it is not to 
be fulfilled? Why should the life com- 
panies be allowed to promise these 
values when they cannot be given? Why 


should I continue to pay premiums 
under such conditions? 

* * * 
Answer: The agent who sold you 


your policy told you the truth. He nor 
no one else anticipated the unprece- 
dented conditions that confront this 
country. The life companies held up and 
continued to meet their obligations until 
the bank moratorium was declared. 
Would you in the wildest moment of 
your fancy have predicted that every 
bank in the United States would be 
closed and no one could go to a bank 
and get any money? The life com- 
panies have been subjected to inordinate 
demands for policy loans and surrender 
values since the fatal day of October, 
1929. There has been a constant pro- 
cession of policyholders to insurance 
ofices. There have been hundreds and 
hundreds of banks that have failed. 
These involved deposits of commercial 
and savings nature. 


Run to the Life Companies 


Wherever these banking difficulties 
have occurred policyholders have run to 
their life insurance. Bank officials have 
urged people to cut down their loans in 
the banks by borrowing from their life 
msurance to do so. When they have 
gone to the banks to secure a loan the 
suggestion was made that they go to 
their life insurance. There have been 
shinkages in value of investments of all 
kinds. In thousands of cases farmers 
could not pay the interest on their mort- 


gages. Bonds have defaulted. Invest- 
ments of all kinds have had to meet 
terrific blows. As time went on and 


more banks failed, the demand on life 
insurance became greater. Then came 
the banking moratorium declared in 
states and localities. Checks would not 
even be accepted for collection. Even 
where premiums could not be paid and 
days of grace were extended, people ap- 
plying for loans and surrenders asked 
that their companies send the money by 
postal or express order. People often 
did not have the money and companies 
have taken premium notes. 

In many states public opinion forced 
companies to declare a moratorium on 
mortgages and hence the income from 
that source was dried up. On every hand 
life companies were confronted with 
shrinkage in securities, lessened income 
and greater demands for outlay. Owing 
to shrinkage in securities they would be 
forced to sell at a great sacrifice in 
order to meet the demands if the pres- 
sure became greater. 

In spite of all this companies held up 
remarkably well. Almost all met their 
demands without delay. Then came the 
famous Presidential proclamation clos- 
ing down all banks. Under such condi- 
tions policyholders would run in vast 
numbers to the’r life companies for 
tunds they could not get from banks and 
hot even the strongest could have sus- 
tained the onslaught. It was presumed 
that almost all banks, if not all, would 
resume under a percentage basis. That 
Would mean a tremendous drain on com- 
panies. Therefore the only way to save 





life insurance companies was to protect 
them against being bled to death. They 
continue to pay annuities, matured en- 
dowments and death claims. 
allowed to pay what might be called 
“distress” loan money. 

People are not going to lose anything 
through the insurance moratorium. In 
due season, conditions will be restored. ! are 


They are 


People have lost thousands of dollars 
in banks, savings institutions of various 
kinds, investments of all kinds, farms, 
different lines of business. They are 
momentarily inconvenienced by the 
great financial upheaval because of the 
life insurance moratorium. However, 
they are not going to lose anything. 
Their equity will be preserved. People 
would not have many heartaches if they 
knew that in due season they would get 
all the money they have on deposit in a 
bank. Until the banking situation is 
stabilized the state authoritities are 
justified in the position they have taken. 





equities of policyholders are preserved. 
The protection of life insurance is just 
as available as ever. What might be 
termed the investment element is tem- 
porarily held back until banking condi- 
tions are stabilized. 


Difference in Valuation Basis 
The difference in valuing bonds ac- 


cording to book, par, market and amor- 
tized value is shown in the schedule of 


the Great West Life of Winnipeg. 


The book value of its bonds is $43,- 
277,092; par value $45,263,383; market 
value $43,421,761 and amortized value 








$43,277,093. The book 
values are the same. 


By declaring moratoria life companies 
saved from destruction and the 





and amortized 














_Chairman of the Board _ 
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Great 


Salesmen 
of History 


[DFFEATED at Brandywine, half-starved at Valley Forge. sur- 
rounded by insubordination, jealousy, stupidity, selfishness, 
criticism, even plots against his life, George Washington still had 
faith and the power to turn that faith into deeds. 


He believed in his cause, and best of all believed in himself. “It is only a 
question of which side gets discouraged first. I know we will outlast them. 
Give in? Never! This fight is mine.” Against all obstacles and hardships he 
calmly pushed on, steadily winning increasing support by his sheer coucage and 
determination. “All the world loves a fighter,” and Washington was that. He 
was a fighting salesman. He sold everybody from the head of the 
Continental Congress to the newest recruit that “keeping at it would 
bring victory. 


Confidence —vision — sense of duty—tenacity—these were the virtues 


of George Washington. No wonder he was a great salesman of a 


glorious proposition—the freedom of our country! 


ROYAL UNION 


LIFE INSURANCE 
COMPANY 


‘DES MOINES, IOWA 
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President 
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Sales Possibilities Undeveloped in Maryland! 


We Have Some of the Best Counties in the State Open! 
Generous Contract—Full Policy Service 
Sincere Home Office Cooperation 
Let Us Tell You Which Are the Best Counties and Why. 


George Washington Life Insurance Company 
CHARLESTON, WEST VIRGINIA 
HARRISON B. SMITH, President 
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People Demand Insurance Safety 


When Frankiin D, Roosevett went to 
Chicago to accept the Democratic nomina- 
tion, in a very succinct and yet graphic 
way, he asked this question: “What do the 
people of this country want most of all?” 
He answered that query himself in a terse 
way: “Work and security.” 

Let us hope that more work will come. 
Regardless of that, security can be estab- 
lished through governmental agencies. If 
governmental supervision cannot bring 
about security, then it would be far better 
if there were no superintendence whatever. 
People then would be compelled to make 
their own investigation and reach their own 
conclusion, They have a perfect right now 
where there is governmental supervision to 
feel that any institution so governed is safe. 

The national administration at Washing- 
ton is doing much to establish confidence 
of the pecple in the banks that have re- 
opened. The character of bank supervi- 
sion during the past few years has not 
been such as to inspire faith. This is par- 
ticularly true with state banking. It tells 
a very sorry tale. Conditions have been 
allowed to develop and exist so that banks 
were permitted to continue that should not 
have been tolerated. Either examinations 
were perfunctory, incompetent or the su- 
pervising authorities were under the spell 
of political influence. As a result the de- 
positors have been exploited and millions 
have been lost. 

Now we come to a “new deal,” some- 
thing devoutly to be desired in banking 
circles. It is to be hoped that the federal 
administration will not relax in the char- 
acter of its bank administration. With the 


federal government at least partly respon- 
sible for the reopening of state banks, it 
will have a concern over their future. 
President RooseveE.t could not afford polit- 
ically, after setting up new machinery and 
establishing confidence, to have further 
bank failures. People feel now assured that 
the banks that are opening 100 percent are 
entitled to confidence. 

Now that banking supervision is being 
buttressed up and down the line, it is cer- 
tainly high time that cognizance be taken 
of insurance supervision. Insurance insti- 
tutions of all kinds have been allowed to 
develop and continue in about the same 
manner that banks have. There has been 
a sad lack of capacity, courage, conscience 
and determination in our state insurance 
supervision. In a number of states insur- 
ance government has been little less than 
a farce. Departments have been prosti- 
tuted to political ends. The people have 
a perfect right to feel that when a company 
is examined and licensed it is worthy of 
confidence and support. Federal supervi- 
sion may not be welcome. Unless, how- 
ever, state supervision can give a better 
account of itself and command the respect 
of the premium paying public, there will 
be an appeal to the government at Wash- 
ington to assume at least partial control 
over insurance. We should know what 
companies are entitled to respect and con- 
fidence. 

Banks should be operated with the safety 
of depositors at heart. Insurance com- 
panies should be operated with the safety 
of policyholders as the primary consid- 
eration of their officials. 


All Are Making Contribution 


IN THE economies of administration 
and in the effort to conserve resources, 
officials and employes of insurance com- 
panies of all kinds have made their con- 
tribution. Salaries have been reduced 
up and down the line and from a per- 
centage standpoint in many offices the 


higher brackets have made the greatest 
proportionate sacrifice. Therefore, when 
companies were called upon to make 
more stringent rules some policyholders 
have felt that the public alone is bearing 
the brunt. That is not true. All in the 
business are making their contribution. 


Are Able to Locate Worries 


These are days when men are sub- 
jected to various adverse influences. 
Many people are in a state of solicitude, 
not knowing what the future will bring 


forth. Others seem to be impregnated 
with the anxiety spirit and are looking 
for worries in all directions. They gen- 
erally are able to find them. 





PERSONAL SIDE OF BUSINESS 





W. T. Gage, retired Detroit general 
agent for the Northwestern Mutual Life 
and Detroit’s oldest licensed underwriter, 
celebrated his 90th birthday March 16 
quietly at his home in Grosse Ile. Mr. 
Gage is still active and firm of hand, as 
witnessed by the fact that there are few 
members of the exclusive Detroit Club 
who will play billiards with him unless 
he gives them odds. 

Mr. Gage has shaken hands with every 
president of the United States from 
Abraham Lincoln to Herbert Hoover, 
and is looking forward to a trip to 
Washington shortly to bring his record 
up to 100 percent over this 73-year period 


by grasping the hand of President 
Roosevelt. 
Homer G. Hewitt, Texas manager 


Northwestern National Life, made two 
addresses Saturday at Brenham, Tex., 
before the student body of the Blinn 
Memorial College and also the teachers 
of Washington county on “The Place of 
Life Insurance in American Life.” In 
sales of new life insurance this year, the 
Texas state agency has moved up from 
third position to second in the standing 
of Northwestern National agencies. 

The agents of the District of Colum- 
bia branch presented President William 
Montgomery of the Acacia Mutual Life 
on St. Patrick’s Day morning with 21 
“apps” for $86,000 written the first four 
days of the week. To make it a sham- 
rock morning, B. A. Harlan, for the 
District of Columbia agents, presented 
Mr. Montgomery with a big pot of sham- 
rocks for his garden. 

F. N. Watts of the mathematical de- 
partment at the home office of the Mu- 
tual Benefit Life has just rounded out 35 
years with the company. I. T. Mills of 
the purchasing department has com- 
pleted 30 years of continuous service, 


E. H. Norene, superintendent of 
agencies Fidelity Mutual Life, passed 
through Chicago on his way back to the 
kome office from an agency trip of seven 
weeks in the central west and south. 
He was temporarily marooned in 
Omaha by the bank moratorium, but 
finally secured funds from the home of- 
fice by money order. Little Rock, Ark., 
which has been hard hit recently, ex- 
hibits considerable optimism, he said. 
Every place he went since the banks 
began to reopen, he found life insurance 
men cheerful and their morale much 
improved. 


W. A. Tarver, former chairman of 
the Texas board of insurance commis- 
sioners and president of the National 
Convention of Insurance Commission- 
ers, may get a post in the United States 
Attorney General’s department. Texas 
friends of the former commissioner have 
filed his name with Attorney-General 
Cummings for the position of assistant 
in charge of prohibition enforcement. 
Mr. Tarver is a militant dry. 

C. F. Williams, president Western & 
Southern Life, will address the Toledo 
sales congress March 25 on “Industrial 
Agents’ Opportunities Today.” 


Robert Lee Morton of Morton & Mor- 
ton, St. Louis general agents of the 
Connecticut Mutual Life, died March 18 
at Stuart, Fla., where he had gone to 
spend the winter. Three weeks ago he 
was operated on for appendicitis and 
apparently was recovering when pneu- 
monia developed, causing death. He was 
73 years old. He was associated in the 
agency with his son, Stratford Lee Mor- 
ton. 


Wendell P. Coler, actuary of the 
American Central Life, in an address be- 
fore the Indianapolis Junior Chamber 
of Commerce, discussed the situation 
brought about by the recent banking 











moratorium, pointed out how dependey 
everyone is upon banks and checks x 
avenues of cash interchanges essentig 
te the conduct of business, and cop. 
cluded with a brief outline of contep. 
plated banking reforms and a predictiq 
that real progress is certain to folloy 
the lessons learned by the bitter exper. 
ence of the past few years. 

T. S. Allen, vice-president and gener 
counsel of the Service Life of Lincoly 
is being picked by Nebraska newspapers 
as the probable successor of Unite 
States Senator R. B. Howell, who dig 
recently. Mr. Allen is a brother-in-lay 
of Governor Bryan, who has the powe 
of appointment for the two-year vacang 
He has been Democratic state chairma 
for years and a political leader. 
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Miss Frances L. Madden, 79, the firs 
woman ever employed by the North. 
western Mutual Life, died at her hom 
in Milwaukee last week from complica. 
tions arising from a fracture of the hip 
suffered recently when she fell on the 
street. 


W. R. C. Kendrick, former Iowa insur. 
ance commissioner, and vice-president 
the Royal Union Life of Des Moines 
has resigned and will enter the private 
practice of law in that city. He wa 
appointed insurance commissioner i 
1923 and during his term of office served 
as president of the National Conventior 
of Insurance Commissioners. 


The Dan W. Flickinger agency of th 
John Hancock Mutual Life in Indiap- 
apolis honored Walter S. Kensler, di:- 
trict agent, in a production contest cele 
brating Mr. Kensler’s 20th anniversar 
with John Hancock. > 


Arthur A. Loeb, of Stumes & Loeb a. 
general agents in Chicago for the Pent Bi hows 
Mutual, has just returned to his office Bicrease : 
after more than two weeks spent iniaMjsjo | 
hospital following a minor operation. and Po 

— _ . ithis ye: 

The position Philadelphia holds in the BP riod ‘of 
insurance field was described last Mot BR ceryatiy 
day evening by Walter LeMar Talbot B) i. over 
president of the Fidelity Mutual Life," BR year jt 
a radio talk over Station WLIT of that BM pany. 
city. The broadcast was one of the B¥perienc 
“Philadelphia Business” series which has BR York d 
been conducted under auspices of tht B¥tion o 
chamber of commerce. The talk wa B¥shows 
given in the form of an interview wit G. V 
questions and answers. Wagegc 

— ; perinte 

Willard I. Hamilton, vice-president © Bond vic 
the Prudential, with Mrs. Hamilton, ba Bi} man of 
returned from an extended tour of the BReral cc 
West Indies. Mr. Hamilton will be the BG. H. | 
guest-speaker at the annual dinner ° Bi gerer 
the Hoboken (N. J.) Chamber of Com 
merce, which will be held early in Ap" Je 

John I. D. Bristol, for many yea" F. P 
general agent in New York City of the actuary 
Northwestern Mutual Life, left an estat : John | 
of $1,247,690 net, according to a tax 4 By second 
praisal filed this week. The estate ™ Bi} appoin 
cluded a commission interest of $400,00 years 
on premiums. Mr. Bristol retired abou he was 
a year before his death, which occurtt By treasur 
April 30, 1932. connec 

a tuarial 

O’Malley to Succeed Thomps sad 

Governor Park of Missouri has ® §% years . 
nounced definitely that R. Emm B® in 191; 
O’Malley of Kansas City will be owe 
superintendent of insurance to succett Le 
J. B. Thompson. Mr. Thompsons “ 
expires June 30, but it is possible t - The 
he may make some other connee been j 
prior to that time and resign, im W i Amon, 
event Mr. O'Malley would be appo!™' B® Whitt 
immediately. “it and N 

Mr. O'Malley was in Jefferson pa dinary 
the past week to confer with Gover 
Park. He is now with the Midlam The 


Life of Kansas City and 1s regardet goctan 
favorably by insurance interests. 
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NEWS OF THE COMPANIES 





Nid Line, Lincoln, Reinsured 








Business and Assets of Nebraska Com- 
pany Are Taken Over by Lincoln 
National Life 





LINCOLN, NEB., March 23.—The 
Vid Line Life of Nebraska has been re- 
sured by the Lincoln National Life. 
Vestern offices will be maintained here 
ith Blake Maher, long vice-president 
f the Nebraska company, in charge. 
resident John G. Maher of that com- 
any will retire from active participa- 
ion, retaining only a place on the direc- 
orate. He is 70 years old and after 20 
rears’ active direction of his company, 
shes more leisure. 

Commissioner Herdman has approved 
he reinsurance contract. The Lincoln 
‘ational takes over assets at the value 
arried on the Old Line books and as- 
umes all policy obligations. 

The Old Line life was started by the 
faher brothers in 1913, as a health and 
ccident company and later entered the 
ife insurance field. It has been operat- 


ng in 14 midwestern and _ southern 
tates. It had $200,000 capital and $242,- 


189 surplus, with mortality reserves of 
$250,000 and investment reserves $375,- 
000. Admitted assets of Dec. 31 were 
$4,981,770. It wrote $7,020,000 of new 
business in 1932 and lapsed $14,325,000, 
nding the year with $31,870,000 in force. 


Change Has Been Completed 


Buffalo Mutual Life Shows Increase 


in the Main Items in Its 
Statement 


Life, which has 
in management, 
in- 
crease $227,182. It has surplus of $135,- 
512. It operates in New York, Ohio 
and Porto Rico. Business written so far 
this year is in excess of the similar pe- 
riod of last year and indicates a con- 
servative growth for the entire year. It 
is over 60 years old and in January last 
year it changed to a legal reserve com- 
pany. It operates on the American ex- 
perience 3% percent basis. The New 
York department has made an examina- 
tion of the company and the report 
shows it to be in splendid shape. 

G. W. Curtis is president; E. Parker 
Waggoner, first vice-president and su- 
perintendent of agents: E. N. Blood, sec- 
ond vice-president; E. B. Horning, chair- 
man of the executive committee and gen- 
eral counsel; C. F. Walters, treasurer, 
G. H. Chase, secretary, Dr. A. W. Hen- 
gerer, medical director. 


John Hancock Promotions 


F. P. Haward. treasurer, L. H. Howe, 
actuary, C. J. Diman, secretary of the 
have been made 
Mr. Haward was 
21, 1900, after 10 


Mutual 
change 


The Buffalo 
completed its 





second vice-presidents. 
appointed cashier Feb. 
years service with the company. Then 
he was made assistant treasurer and then 
treasurer in 1924. Mr. Howe has been 
connected with the John Hancock’s ac- 
arial department for 44 years. He has 
ondiae egy for 20 years. Mr. Diman 
~ MS career with the company 33 
J€ars ago, becoming assistant secretary 
m 1917 and secretary in 1920. ; 





Launch New Ohio Company 


ate Modern Life of Canton, O., has 
A n incorporated with $250,000 capital. 

Whine the incorporators are R. M. 

haar C. W. Metzger, C. L. Wade 

dinary A. Sponseller. It will write or- 
nary and industrial insurance. 





The G w 
declared tnt Wes 
®» Percent, 


" t Life of Winnipeg has 
S regular quarterly dividend of 





Examination Report Given 





Five States Participated in Convention 
Probe of the Continental Life 
of St. Louis 





Missouri, Oklahoma, Arkansas, Iowa 
and Washington made a convention ex- 
amination of the Continental Life of St. 
Louis as of June 30, 1932, showing as- 
sets $17,314,334 and free surplus $300,- 
087. The examiners recommended that 
the business of the company be con- 
ducted solely and wholly by the officers 
and directors without respect to their 
relationship to the Continental Securi- 
ties, the holding company, and the 
Grand National Bank. It was stated 
that affiliations and interlocking direc- 
torates are not advisable. Although the 
dividend had been earned the examiners 
objected to the stockholders’ dividend 
of $150,000 paid last September. 

A report shows that the policyholders 
were treated fairly and that no attempt 
was made to be technical. It was ad- 
mitted that claims were met promptly. 
The policyholders on the participating 
basis got a full share of the earnings. 
Loans and cash surrenders were paid in 
full with no attempt to take advantage 
of the 90 day clause. 


Home Office Building Valued 


The home office property is carried at 
$2,175,018, the city assessor valuing it 
at $2,200,000. Ed Mays, president, oc- 
cupies the 2ist and 22nd floors as his 
home and pays a higher rental than the 
company could hope to receive at the 
same space used for general offices. 
Other real estate carried consists of 
$888,465 in farms and $1,345,297 in city 
property. During the progress of the 
examination the company sold 12 parcels 
carried at $114,364 at a loss of $51,713. 
The book value of the bonds was $1,124,- 
750, the market value was put at $473,- 
923. The company desired the valuation 
placed on the convention basis. The 
examiners cut off $122,734 from the 
bonds in default while the company 
held that the deduction should have 
been $75,000. 


Concentrates on Arkansas 


The report showed that the Continen- 
tal Life has concentrated its bond buy- 
ing on Arkansas issues. Of its state, 
county and municipal bonds, 92.59 per- 
cent are from Arkansas. Policy loans 
were $4,339,369. Its loans on farms 
were $640,294 and on city property 
$3,113,148. The largest real estate loan 
was on the Melbourne hotel in St. Louis, 
it being $675,000. As of Sept. 13 last, 
it was shown that President Mays 
owned 3,194 shares of stock, the Con- 
tinental Securities, the holding company, 
72,657 and the Grand National Bank 
716. The company has 100,000 shares 
outstanding. 


Salaries of Officials 


The salaries paid are Ed Mays, presi- 
dent, $25,000; J. G. Ferguson, vice- 
president, $10,000; Dr. C. R. Dudley, 
vice-president and medical director, 
$12,000; C. G. Revelle, general counsel, 
$9,000; L. Marks, secretary, $5,000; A. 
B. C. Mott, actuary, $5,000; W. E. Mil- 


ler, assistant secretary, $4,000; G. H. 
Finger, assistant secretary, $3,600; R. 
Howard, assistant secretary, $3,000. As 


of June 30, business in force was $105,- 


530,837. The mortality ratio in 1931 
was 58.17. 
The statement as of Dec. 31 shows 


$101,853,442 insurance in force, $4,997,- 
860 total income, $2,972,450 paid policy- 
holders, $17,410,262 assets, $500,000 
capital and $533,362 surplus. Of its as- 
sets $1,017,637 are bonds, $1,151,405 
cash, $716,025 farm mortgages, $3,110,- 
024 city mortgages, $2,175,649 home 








A COMPLETE LINE 


The Missouri State Life 
provides the field man with 


a complete line of policy 
forms offering a wide range 
of non-participating and 
participating contracts, de- 
signed to meet the varying 
needs of individual pros- 
pects. Life—Accident 
& Health—Group—Salary 
Savings. 


Liberal Agency contracts, 
prompt underwriting serv- 
‘ice, helpful field cooperation. 











OURI STATE LIFE 
INSURANCE COMPANY 


St. Louis, Missouri 








Life—Accident and Health—Group and Salary Savings 
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office building, $2,270,685 other real 
estate, $4,884,813 policy loans. 

An interesting angle to the publicity 
given in the St. Louis press to some 
extracts from the examiners report is 
that there has been for many weeks a 
very bitter conflict between the various 
daily newspapers in the sale of accident 
insurance as a circulation booster, The 
St. Louis “Star & Times” places its 
accident insurance with the Continen- 
tal Life. Its afternoon rival the “Post- 
Dispatch” and the morning paper, the 
“Globe-Democrat” sell insurance for 
other companies. 


"Equitable Life & Casualty 


The Equitable Life & Casualty of 
Louisville was placed in temporary ‘re- 
ceivership last week by the Kentucky 
department. The Fidelity & Columbia 
Trust Co. of Louisville was appointed 
receiver. Commissioner Senff states in 
the petition that he is satisfied that the 
company is insolvent, has exceeded its 
powers and has failed to comply with 
provisions regulating insurance. It is 
also stated that the directors some time 
ago adopted resolutions asking the de- 
partment to give them time to work out 
a merger for some reinsurance program 
but this limit expired Feb. 20. 





C. H. Morris, Frankfort, secretary, J. R. 
Duffin of Louisville, president. 

As of Nov. 1 the company showed as- 
sets $231,522, capital $168,165, surplus 
$10,439. It is said that last year the 
company wrote about $4,000,000 life in- 
surance. It has had a rather spotted 
career. 

The temporary receivership is con- 
tinued pending development of a pro- 
posed plan of reorganization, which will 
shortly be submitted in, writing. J. R. 
Duffin stated that the directors are work- 
ing on a plan, which if agreeable to J. 
R. Todd, holder of a large mortgage 
against the company building, will prob- 
ably prove agreeable to the court. This 
plan, he stated, had the full support of 
all directors other than L. H. Harlan, 
chairman of the board. 





Intensive Drive for Business 


The Jefferson Standard Life has de- 
cided on a 10 weeks drive for new busi- 
ness. It is not going to adopt a re- 
trenchment policy so far as production 
is concerned. The activity during the 
time will be centered about the use of 
direct mail, plus follow up on part of 
the agent. There will be five letters 
sent out to prospects by President Julian 
Price. Each man is supposed to furnish 









L. H. Harlan is chairman of the board; 


a list of hand picked prospects. ‘There 



































EXECUTIVE OFFICE 
JACKSONVILLE, ILL. 


Bonds and Stocks 

a ene 
(Secured by Values of Policies) 

Home Office Building and Other Re 
(Owned free of incumbrance) 


First Mortgage Loans 


Collateral Loans 





Legal Reserve, Life Insurance Policies 


Additional Policyholders Fund 





in addition to the reserve) 


Policy Claims 








Reserve for Taxes................ 
(Payable in 1933) 

Other Liabilities 

OO eee 

Unassigned Surplus .............. 

Surplus to Policyholders 

To Balance Assets 


AMERICAN BANKERS 


INSURANCE COMPANY 
CHICAGO 


FINANCIAL CONDITION, DECEMBER 31, 1932 
ASSETS 


(On Farm and City property appraised at $2,544,900.00) 
Net Premiums in Course of Collection 
(Due but not received at Home Office) 


LIABILITIES 


(American Experience 3!/% and Standard Industrial 31%) 


(Amounts set aside for, or already apportioned to policies 


(Claims reported on which no proofs have been received) 


$2,232,430.00 
|,154,278.40 


928,273.90 
885,052.90 
178,864.06 


74,000.00 
64,758.29 
52,805.37 
12,061.23 
$5,582,524.15 


al Estate........... 


$4,468,940.02 
389,003.73 


39,673.17 
27,401.11 
264,904.29 


$250,000.00 
134,701.87 


384,701.87 
$5,582,524.15 





TOTAL PAYMENTS TO POLICYHOLDERS. 
(Since Organization of the Company) 


PAYMENTS TO POLICYHOLDERS, 1932.. 
TOTAL ASSETS OF THE COMPANY, 1932 
TOTAL PREMIUM INCOME, 1932 


INSURANCE IN FORCE, 
INSURANCE IN FORCE, 


$12,216,916.74 


933,704.02 
5,582,524.15 

1 ,467,574.39 
384,701.87 
37,582,976.00 
35, 166,660.00 
2,416,316.00 


will be 10 names for each of the 10 
weeks. 


Rohlffs Elected Secretary 


W. F. Rohlffs, assistant secretary and 
chairman of the insurance committee of 
the New York Life, has been elected a 
secretary. He entered the company’s 
service 43 years ago as a clerk in the 
medical department. He became an as- 
sistant secretary in 1920 and chairman 
of the insurance committee in 1924. He 









is now serving as president of the Ho 
Office Life Underwriters Association y 
is recognized as an authority on se 
tion and valuation of life insurance rig 





Four Companies Quit Illinois 
The Bank Savings Life of Tops 
American National of St. Louis, Gr 
American Life of Hutchinson, Kan. 
Central Life of Fort Scott, Kan., hy 
retired from Illinois. 











AS SEEN FROM CHICAGO 





FORM PROTECTIVE ASSOCIATION 


Darby A. Day, formerly prominent as 
Chicago manager for the Mutual Life of 
New York, is secretary of the Policy- 
holders Protective Association which 
has been formed there. T. J. Houston, 
independent adjuster of Chicago, is 
chairman of the organization which is 
planned on a national basis with the 
announced purpose of disseminating un- 
biased information on the status of in- 
surance companies. Mr. Day states it 
will have no connection with insurance 
sales nor derive any profit therefrom. 
One hundred founder members will 
have a stock interest. Operation will be 
on a fee basis, approximately $3 annu- 
ally. In addition to data on specific re- 
quests, members will receive a bulletin 
service monthly. News stories about 
companies will be kept in file. Mr. Day 
says there is no intention to grade com- 
panies as do some other reporting serv- 
ices, Financial statements will be ob- 
tained from insurance departments and 
companies direct, and members left to 
draw their own comparisons. A radio 
and newspaper campaign is contem- 
plated. An important objective, Mr. Day 
says, is better public understanding of 
insurance. The association will recom- 
mend that policies not be lapsed and 
will seek to discourage twisting, he 
states. Value of insurance as against 


other investments will be stressed. | 
is planned later to open centrally locaty 
offices in various states. 
Mr. Houston was formerly Illinois ; 
surance superintendent. 
* * * 


INSURANCE STOCK QUOTATIONS 


The following quotations on inser 
ance stocks are made by H. W. Cu 
nelius of Bacon, Whipple & Co, 1% 
South La Salle street, Chicago: 


Par Div. Bid Ask 
Aetna Life ..... 10 ese 13 My 
Cent. Life, Ill... 20 .80 20 3 
Colum. Natl. ...100 8.00 100) =i 
Conn. Genl...... 10 .80 21 3 
Continental, Ill.. 10 2.00 25 bi 
Contl. Cas. ..... 5 “ae 3 4 
Life of Va. ..... 20 3.00 73 18 
Lincoln Natl. .. 10 2.50 30 _ 2 
Missouri State .. 10 one 3% 4 
Natl. Casualty 10 “are 3 3 
New World Life. 10 .40 5 ‘ 
N. W. Natl. ..... 5 os 12 14 
Pacific Mutual .. 10 2.00 26 28 
Pref. Accid. .... 5 os a 8 
Sun Life, Can. ..100 aes 275 300 
Travelers .....-- 100 16.00 300 310 
Wis. Natl. ...... 10 1.00 9 ll 

x * * 


PRODUCTION GOING STRONG 


The W. M. Houze general agency 
the John Hancock in Chicago report 
production increasing in the last te 
days. A total of $295,000 was writte 
in three days last week and $55,000 a 





Monday this week. 








PACIFIC COAST AND MOUNTAIN 





Gives Agency Building Plans 


Kellogg Van Winkle, Equitable Life of 
New York, Addresses Life Managers 
Club of Los Angeles 








Kellogg Van Winkle, manager Equit- 
able Life of New York, speaking before 
the Life Managers Club of Los Angeles 
on “Planned Agency Building,” said the 
success of any plan depends upon two 
things: (1) The attainable objective, and 
(2) the means of attaining that objective. 
The purpose of building a life insurance 
agency is to develop the largest possible 
volume of first year and renewal pre- 
miums at a reasonable percentage of 
cost. He urged an analysis of the terri- 
tory controlled by the agency from the 
standpoint of population and purchasing 
power, which should be studied care- 
fully so that the objective can be made 
reasonable for the initial later years of 
planned development. 





Agencies Hold Joint Meeting 


Under the auspices of the San Fran- 
cisco General Agents & Managers’ Asso- 
ciation, a joint open Monday morning 
meeting of the various agencies was 
held March 20. W. B. Burruss ad- 
dressed that meeting on salesmanship 
and held sales engineering sessions the 
following three days. 





Sun Leads in Wyoming 


There was $11,611,108 of new life busi- 
ness written in Wyoming in 1932, mak- 
ing the total insurance in force $98,152,- 

















979. The Sun Life of Canada led in new 


business with $1,430,431, the New Yor 
Life being second with $1,270,635. Th 
Kansas City Life was third we 
$859,738, followed by the Californ= 
Western States’ Life with  $826,50 
Equitable Life of New York $737, 
and the Occidental Life $711,500. Tx 
New York Life has the largest amout 
of insurance in force, with a total 
$17,430,830, with the Equitable Life & 
New York second with $8,591,136. 








Coast Notes 


Guy C. MacDonald, Pacific Coast insur 
ance newspaper man, has been appoint® 
commissioner of fire prevention and pu» 
lic safety of San Francisco. 

F. L. Jones, formerly branch offic 
manager at San Francisco for the Bes 
World Life, has joined the home ofet 
agency of the Pacific Mutual Life at 
Angeles. 


Sales Records Are Still | 


Being Made Despite—— 











Twenty-seven agencies of the Um 
Central Life completed the first ™ 
months of 1933 with total paid-for bes 
ness records higher than those est> 
lished during the same two-month P© 
riod last year. 

* * * 

The St. Louis general agency of ™* 
Northwestern Mutual Life during ™ 
first 11 days of March wrote appli 
tions on 29 lives for a total of $165.5" 
Apparently the bank holidays and more 
torium actions had little effect on ™ 
enthusiasm of the producers of ™ 
office, which is headed by C. H. Po 
dexter, general agent. 
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IN THE SOUTH AND SOUTHWEST 





sort Texas Business Good 


spite Bank Holidays and Depression 
Increases Are Made Over 1932 
Volume 


DALLAS, TEX., March 23.—The 
nk holidays and the depression appear 
have aided rather than curtailed the 
iting of life insurance in Texas, ac- 
ding to reports of the Texas compa- 
made to stockholders and directors 
their annual meetings, and statements 
hde by state and local agents of life 
surance companies domiciled out of 
state. 
Harry L. Seay, president Southland 
fe, reports the amount of new busi- 





ness put on the books since the first of 
the year is greater than for the same 
period a year ago. T. W. Vardell, presi- 
dent Southwestern Life, reports his com- 
pany has written more business since 
Jan. 1 than for the same period in 1932 
and that for the first half of March the 
new business greatly exceeded the same 
period a year ago. The Southern Old 
Line Life reported better business for 
the first two and one-half months of 
1933 than for the same period in 1932. 
The United Fidelity Life showed more 
business written during January, Febru- 
ary and the first half of March than 
for the same months a year agu. 


Commissioner George D. Riley was a 
speaker at the monthly meeting of the 
Industrial Managers Association of Jack- 
son, Miss. 








NEWS OF LIFE 


ASSOCIATIONS 





astie Is Speaker in Peoria 


*hicago Association President Addresses 
Group—Public Meeting Program 
April 20 Reported 


J. R. Hastie, Mutual Life of New 
ork, president Chicago Association of 
ie Underwriters, addressed a large 
athering of the Peoria, IIl., association 
“Push or Be Pushed.” He told of 
eas which he has used with success 
h selling. He emphasized that the life 
hsurance man who uses methods of yes- 
day will be forced to change or fall 
vy the wayside; the new men coming 
nto the business today know nothing 
f the order-taking days and hence con- 
der these normal times. 
Mr. Hastie believes in center of influ- 
e plan which he has used religiously 
contacting people in Chicago. He of- 
ed the use of a series of letters which 
e¢ has employed to good advantage, and 
uggested many means of advertising 
d circularizing which have proved of 
alue. J. B. Scott, president Peoria as- 
oclation, presided. The speaker was 
troduced by W. M. Lateer, vice-presi- 
ent of the association. Announcements 
f interest were made by J. W. Ross, 
ond vice-president. C. T. Wardwell, 
hairman life insurance committee, Pe- 
ria association of commerce, announced 
mat a large public meeting was being 


BPonsored in cooperation with the Bet- 


t Business Bureau, Inter-Civic Club 

funsel and life underwriters association 

pril 20, during “Financial Independ- 

e Week,” at which time Dr. S. S. 

uebner will be the principal speaker. 
* * 


Wheeling, W. Va.—T. M. Riehle, New 
fork, vice-president National associa- 
ion, in telling how he gets results, said 
e always sets an objective in every call 
n a prospect and while all of course do 
ot materialize, he usually gains some 
oothold. His biggest problem, he said, 
S getting prospects. Seek the man with 
nm economic surplus, he advised. Such 
man, he said, is not the one who makes 
10,000 and lives at a $15,000 pace. He 
regards his path to a sale as smoothed 
f he can get the prospect to submit to 
a eXamination. He warned his audi- 
“vg that they should not underestimate 
"€ prospect's ability to buy. 
* * * 

_ Milwaukee—Life insurance never jus- 
~y itself more thoroughly than in the 
ast three years, declared A. L. Dern, 
‘ce-president Lincoln National Life, 
er on “This Business of Ours.” He 
eer the large sums paid to living 
eines ers through annuities and pol- 
~A ee and to beneficiaries and pointed 
ot pow total assets of the companies 
= ually increased during the three 

Ss of the depression. Thursday even- 


n 
& Mr. Dern spoke to the General Agents 


- Managers Association of 
© at its monthly meeting. 
Thompson, president National 


Ssociation; is schedul 
Dril meeting. aa rh ae 


Milwau- 





Proper Mental Attitude Vital 


Moore of Midland Mutual Gives In- 
spirational Talk at Cleveland Sales 
Congress 


Eleven essentials in developing a 
proper mental attitude toward conditions 
today were set forth at the Cleveland 
sales congress by R. S. Moore, super- 
visor Midland Mutual Life. He itemized 
these as: Respect for God, self respect, 
respect of and for other people, respect 
of and for one’s profession, respect for 
the principles of salesmanship, a defi- 
nite aim in life, a burning desire to reach 
one’s aim, determination, enthusiasm, 
intelligent industry and perseverance. 

Proper mental attitude may be at- 
tained by careful and serious analysis of 
oneself, others, one’s profession and sales 
principles. Mr. Moore said the world 
might well be divided into two classes, 
those who let their lives be made by 
circumstances and those who make their 
own circumstances. Yet determination 
alone will never change one’s life. 
Knowledge always has been necessary to 
accomplishment. Without earnestness 
no man is ever great or does really great 
things. He may be brilliant, entertain- 
ing and polished, but he will lack weight. 

Mr. Moore said every thought tends 
to express itself in action, that an agent 
cannot think failure and build success. 
Mental attitude is under the agent’s con- 
trol. Many agents undoubtedly are ask- 
ing themselves how they can be opti- 
mistic and happy when they are under 
great stress and facing difficult condi- 
tions. It is not what happens to the 
man but how he takes what happens to 
him that counts, Mr. Moore said. 

- =? 

Chicago—Sentiment developed in the 
Chicago association that the organiza- 
tion should take some action in regard to 
the banking situation and policy loan 
and surrender values moratorium, but 
T. F. Lawrence, chairman of the general 
agents’ and managers’ division, in its 
March meeting, stated the conditions 
have been changing so rapidly it is con- 
sidered futile for the association to ex- 
press views. An entirely different aspect 
might present itself the succeeding day. 
Walt Tower, managing director of the 
association, stated upwards of 100 calls 
a day have been received by his office 
and the Better Business Bureau from pol- 
icyholders afraid of the solvency of com- 
panies, for information as to financial 
status. He ascribed this large volume 
of inquiries almost entirely to the ac- 
tivities of the agents in circulating ru- 
mors. He said it had become a very 
vicious practice in Chicago and must be 
controlled. 

- 

Toledo, 0.—The program has been com- 
pleted for the northwestern Ohio sales 
congress in Toledo March 25. Speakers 
include Dr. S. S. Huebner, dean American 
College of Life Underwriters, “Reasons 
for the Solvency of Legal Reserve Life 
Insurance”; L. O. Schriver, vice-president 








INTRODUCING 
Jack Padgett 


of 
Austin, Texas 


In December, 1931, Jack P. Padgett signed o Jefferson Standard 
contract. In December, 1932, 
Jack ended his first year in the insurance business with a written 
volume of $427,000. A success in his first year! 


Previous insurance experience—none. 


A great record—yet a record that can be duplicated by any 
ambitious man that will take advantage of the unlimited oppor- 
tunities for success offered in a contract to represent this Company. 


For information, address 
A. R. Perkins, Agency Manager 


JEFFERSON STANDARD 
LIFE INSURANCE COMPANY 


Julian Price, President 
GREENSBORO, NORTH CAROLINA 


JEFFERSON STANDARD MEN MAKE MONEY 




















A brief summary 
of results in 1932— 


Assets rose to $95,505,469, an increase of $3,685,711. 


General Surplus to policyholders increased to $5,209,332, 
a gain of $451,731. In addition, a special reserve for contin- 
gencies was increased $350,000 to $1,000,000 and a special 
real estate profit reserve of $172,935 was set aside. Com- 
bined, these funds total $6,382,267, an increase of $974,666, 
or 18% over 1931's figures. 


Total Income amounted to $23,333,545, less than 1% 
below the record high figures of 1931. 


Payments to policyholders and beneficiaries totaled 
$15,297,014, of which 75% went to living policyholders. 


THE GUARDIAN LIFE 


ESTABLISHED 1860 


INSURANCE COMPANY of AMERICA 


50 UNION SQUARE - - NEW YORK CITY 
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Tools 


mean what you have 
to work with. 


Selling 


is today a_ positive 
operation. 


Success 


depends very largely 
upon you having 
something unusual. 


We 


are in a position to 
provide exactly what 
you need. 


You 


may want to ask about 
our set up. 


v 


More new business should 
be coming from parts of 
Iowa, Illinois, Ohio and 
Pennsylvania. 


That signifies the need of 
more representation. 


A letter to A. B. Olson, 
Manager of Agencies, will 
provide an interesting story. 


W 


BANKERS LIFE 
INSURANCE COMPANY 
of NEBRASKA 


Founded in 1887 
Home Office 


Lincoln, Nebr. 








National association and general agent 
Aetna Life, Peoria, Ill., “The Philosophy 
of a Pragmatist”; Claris Adams, execu- 
tive vice-president American Life, De- 
troit, “Present Trends,” and Herbert 
Cramer, general agent Northwestern Mu- 
tual, South Bend, Ind. The playlet, 
“What Price Policy Loans,” written by 
L. L. McAllister, will be presented. 
ees 


Seattle—The life underwriters and the 
Life Managers Club will meet jointly 
March 24 to hear C. H. Gertridge, sales 
manager of McKesson, Stewart & Holmes 
Drug Company, talk on ways and means 
of merchandising life insurance. 

* * * 

Cincinnati—tThe tri-state sales promo- 
tion conference set for last week has 
been tentatively moved forward to April 7 
due to the inability of three speakers to 
be present. 

*x* * * 

Davenport, Ia.—Prediction that im- 
provement of the financial condition of 
the country has opened a new upward 
road for life companies was voiced by 
T. M. Riehle, New York City, vice-presi- 
dent National association, in an address 
to 150 members of the Davenport asso- 
ciation and their guests, including a 
number from Cedar Rapids and nearby 








centers. M. L. Seltzer, Des Moines, Iowa 
division membership chairman, also 
spoke. 
* * * 
Jamestown, N. Y.—T. M. Palmer was 


installed as president at the March meet- 
ing. Robert Scott, group supervisor of 
the Equitable Life, was the speaker. 

*x* * * 

Kansas City, Mo.—T. M. Riehle, asso- 
ciate agency manager Bquitable of New 
York in New York City, gave his famous 
“Cardinal Principles” talk and stressed 
the feeling of confidence that has sprung 
up since the bank moratorium. He 





pointed to the activity on the stock mar- 
ket, and warned agents that they may 
miss their opportunity if they wait too 
long, because the public will be getting 
back into the market. 

* * * 

St. Louis—Willingness to work and 
the courage to win was the prescription 
for success given by T. M. Riehle, asso- 
ciate New York City manager of the 
Equitable Life of New York, in a talk. 
“Mental attitude has been, is and always 
will be more important than mental 
ability,” he said. “If you are fortunate 
enough to combine the two, it is all that 
is needed to win in this business.” The 
biggest motivating force in life insur- 
ance is selling an examination, he said. 
“I will risk a medical fee any time it is 
possible to make a sale. Psychologists 
say that a salesman is strongest in his 
first interview, and they are absolutely 
right. With me it’s three strikes and 
you’re out. I never call on a prospect a 
fourth time.” 

* & © 

Champaign County, lll.— The Cham- 
paign County association met the situa- 
tion presented by the recent bank holi- 
day by advertising over the names of 
members offering the service of protect- 
ing policyholders’ interests during the 
emergency. Those signing pledged to 
render this service regardless of com- 
pany connections. The ad appeared in 
three newspapers. H. P. Blanchard, 
president of the Illinois Association of 
Life Underwriters and secretary-treas- 
urer Champaign County association, 
whose name headed the list, stated the 
good business obtained through this 
medium fully justified the cost and much 
good will was gained. 

2. 

Elmira, N. ¥Y.—M. EB. Shultheiss, assist- 
ant superintendent of agencies Connec- 
ticut General Life, spoke at a largely 
attended luncheon on “Prospecting.” 








LIFE AGENCY CHANGES 


a 





Guarantee Mutual New Men 





Number of Prominent Appointments 
Have Been Made by the Omaha 
Life Company 





The Guarantee Mutual Life of Qmaha 
announces that Guy H. Furness, former 
president and agency director of the 
Equity Life of Omaha, has joined the 
Omaha office staff as assistant super- 
intendent of agents. 

Ira F. Archer of Louisville has been 
appointed manager of a new central 
Kentucky agency. About May 1 he will 
open headquarters in Louisville. A new 
eastern Kentucky agency, I. M. Caldwell 
manager, is also announced. He will 
make his headquarters in Ashland, Ky. 

The Guarantee Mutual also announces 
the appointment of H. R. Bane as man- 
ager of a new _ southwestern Iowa 
agency, consisting of 19 counties ad- 
jacent to Council Bluffs. Mr. Bane, who 
ranked ninth among the company Honor 
Roll Leaders last year has opened an 
office at 125 Pearl street, Council Bluffs. 


Howard H. Shearer 


The Columbian National Life has ap- 
pointed Howard H. Shearer general 
agent in the Boston home office. He 
has been superintendent of agents in the 
middle west. 


C. C. Conkling 


The Midland Mutual Life has opened 
a new agency at 529 Liberty building, 
Des Moines. C. C. Conkling, formerly 
general agent for the Modern Life of 
St. Paul at Winona, Minn., has been 
named general agent. 


E. R. Jeter 


E. R. Jeter has been made agency 
manager of the Rock Hill-Charlotte 
agency of the Equitable Life of New 
York to succeed W. J. Roddey, who, on 
his 45th anniversary with the company, 
retired as general agent. His headquar- 
ters are at Rock Hill, S.C. Mr. Jeter 
has been connected with the agency since 
Dec. 1, 1920, becoming an agent at 











Winston-Salem. He was transferred to 
Rock Hill and became assistant man- 
ager, subsequently being made a partner 
in the firm of W. J. Roddey & Co. 


M. H. Roberts 


M. H. Roberts, who has been con- 
nected with the Hilliard agency of the 
Reliance Life at Asheville, N. C., since 
September, 1929, has been appointed 
agency supervisor. The agency covers 
21 western North Carolina counties and 
three in South Carolina. 





L. J. Seymour 


L. J. Seymour has been appointed 
assistant agency manager of the A. V. 
Ott (New York) agency of the Equit- 
able Life of New York. Mr. Seymour 
has maintained a consecutive weekly 
production record for the last 18 months. 


M. W. Voris 


M. W. Voris of Detroit, general agent 
Metropolitan Casualty in Wayne county 
for several months, has resigned to be- 
come Wisconsin state agent for the Ben 
Hur Life, with headquarters in Mil- 
waukee. Mr. Voris was with the Ben 
Hur for 23 years until seven years ago 
when he went to Detroit as state man- 
ager for the Hoosier Casualty. He be- 
came general agent for the Wisconsin 
National Life casualty department in 
February, 1932, later joining the Metro- 
politan. 


L. C. Humes 


The Ohio State Life has appointed L. 
C. Humes general agent at Midland, 
Mich., with supervision over 12 counties. 
He has been with the Ohio State Life 
since 1921. 


Life Agency Notes 


Cc. B. Rebinson, for some years with 
the Metropolitan Life at Peru, Ind., has 
been appointed district agent of the 
Guarantee Mutual Life for six northern 
Indiana counties centering on Peru. 

New district managers appointed by 
the Western & Southern Life are: R. T. 
Davidson, Detroit Bast; Pickett Valen- 
tine, Lima, O.; A. R. Fogle, Parkersburg, 
W. Va. 


—= 








“Who Will Be Next?’ 





On the cover of “Among 


’ 


Ourselves,” the Common- 
wealth monthly magazine, 


appear twelve panels, one 


for each month of the 
year. Each issue finds an 
additional panel occupied 


by the photo of the 











month’s leading producer. 
“Who will be next?” is 


a question that holds the 










Common- 
There’s 


some- 


interest of 
wealth men. 
just naturally 
thing intriguing about 
those empty panels; 
they’re symbolic of 
future accomplish- 


ment. 









If 


competitive spirit 


have 





you 
—and what red- 
blooded life 
ance man does not— 
all of 


your old zest and en- 


insur- 


you'll recover 
Common- 
stimulation clubs 
Weekly, 
monthly, yearly and special 


thusiasm in 





wealth’s 


and contests. 


ones, arranged for all classes 
of producers, hold our continual 
incentives—glory, cash bonuses, 
prizes. There’s something about 
them that helps to keep Com- 
moving in 






monwealth men 





high gear all the time. and 







enjoy doing it. 
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NEWS ABOUT 


LIFE POLICIES 





New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 


Policy Literature, Rate etc. 


Supplementing 


the “Unique Manual- 


Digest” and “Little Gem,” Published Annually in May and March respectively. 


PRICE, $5.00 and $2.00 respectively. 





Dividends of Metropolitan 


New Scale Effective May 1 Announced 
—Excess Interest and Cash Settle- 
ment Dividend Rates 


The dividend scale of the Metropolitan 
for the dividend year which starts May 
1 is presented below. _ This scale does 
not apply to contracts in force carrying 
the disability annuity clause, nor to 
policies written at other than current 
rates. 

The dividends, it is explained, are 
based upon current premium rates and 
show what would be paid if the scale 
were continued for the number of years 


shown. 

Cash settlement dividends will be pay- 
able as heretofore on policies which 
surrender for cash (not matured en- 


dowments) after being in force 20 years, 
such dividends being 10 percent of the 
cash surrender value on ordinary and 
special class policies and 7.5 percent on 
intermediate policies. 

On anniversaries occurring in the last 
eight months of 1933 and first four 
months of 1934 of supplementary con- 
tracts and certificates of deposit, excess 
interest will be allowed equal to the 
difference between the contract rate and 
4.5 percent. On anniversaries occurring 
in the last eight months of 1933 and first 
four months of 1934, of dividends left 
with the company at interest, excess in- 
terest will be the difference between the 
contract interest rate and 4.25 percent. 

The new dividend scale for whole life, 
endowment at 85, 20-payment life and 
20-year endowment, is: 


85,000 Whole Life 





End of Year——————, 
5 0 





Age 2 : 15 20 
aa 8 $22.98 $25.79 
21.. 15 23.25 26.18 
22. 8.7 23.5 26.57 
s = 8.8 23.5 26.98 
icine cs 9. 8.98 35 «24. 27.42 
ns « 9.80 19.08 21.55 24. 27.86 
ens 10.00 19.20 21. 24.8 28.32 
a 10.30 19.32 21. 25 28.81 
28 10.60 19.45 22. 5. 29.32 
Be a. 10.80 19.57 22. 5. 29.83 
ae 11.20 19.70 22. .27 30.35 
31...... 11.50 19.85 23. 6 30.92 
ae 11.80 19.99 23. 7. 31.48 
ee 12.10 20.15 23. 27.56 32.06 
34, 12.60 20.29 23.87 28. 32.65 
ae 12.90 20.44 24.15 3.48 33.26 
is a 13.30 20.62 24.51 28.5 33.87 
37. 13.80 20.78 24.8 9. 34.50 
38... 14.30 20.96 25. 9.5 35.15 
es 14.70 21.16 25. 30.51 35.82 
40... 15.20 21.37 25.§ 31. 36.50 
41... 15.90 21.60 26.37 31.63 37.20 
42... 16.40 21.87 26.82 32.25 37.94 
SB 17.10 22.20 27.36 32.93 38.74 
“ isnt 17.76 33.61 27.95 33.69 39.61 
" 8.5 10 28.63 34.53 40.56 
% 20:00 3438 $0:80 $8.82 42.76 
7. 20. 24.3: 30 36.52 7 
+4 ia a 20.90 25.16 31.29 37.67 44.01 
=: 21.70 26.08 32.40 38.93 45.36 
: 22.70 27.11 33.64 40.32 46.83 
51. 23.70 28.22 34.96 41.79 48.37 
24.90 29.39 36.33 43.30 49.95 
gecstees 26.10 30.60 37.75 44.86 51.56 
54 7.30 31.83 39.19 46.44 53.18 
55 28.70 33.09 40.66 48.02 54.82 
an Endowment at Age 85 
Age 3 5 10 15 20 
Se $ 4.58 $ 5.11 $ 5.49 $ 6.14 $ 6.81 
21. 4.62 5.15 5.54 6.2 6.92 
fs 4.62 5.16 5.58 6.29 7.01 
33...... 465 5.20 5.64 6.38 7.13 
24. 4.67 5.24 5.70 6.46 7.25 
35...... 4.68 5.28 5.74 6.54 7.35 
26. 4.71 5.32 5.82 6.65 7.49 
38 <78 5.36 5.87 6.74 7.61 
$s 4.76 5.41 5.95 6.85 7.76 
+H 7 5.45 6.01 6.94 7.89 
30... 4.79 5.48 6.07 7.04 8.02 
+ oe 4.84 5.55 616 7.17 8.19 
3 4.86 5.59 6.22 7.28 8.32 
+e 487 5.62 6.28 7.37 8.46 
++ 4.87 5.65 634 7.48 8.60 
3. se 5.71 6.43 7.61 8.77 
36...... 92 5.76 6.51 7.74 8.93 
occ 4.94 5.81 6.59 7.86 9.09 
+o 4.97 5.87 6.68 8.01 9.26 
aottte es 5.01 5.94 6.78 8.16 9.45 
oC 5.04 6.01 6.90 8.31 9.64 
wot 5.10 6.12 7.03 8.50 9.86 
. 5.19 6.24 7.20 8.72 10.10 















Age 3 5 10 15 20 

Sede cess 5.25 6.34 7.33 8.91 10.33 
Oho ccese 5.33 6.46 7.49 9.11 10.56 
C—l—U—F 5.40 6.59 7.66 9.33 10.82 
Tiiadeus 5.47 6.70 7.81 9.54 11.06 
isevees 5.58 6.87 8.01 9.78 11.34 
5.67 7.01 8.20 10.03 11.61 
ee 5.78 7.17 8.41 10.28 11.90 
Pianos 5.89 7.34 8.62 10.56 12.20 
Peseese 6.06 7.58 8.90 10.89 12.58 
Tis ceeee 6.24 7.83 9.20 11.24 12.95 
ae 6.41 8.08 9.48 11.57 13.33 
—/—— 6.63 8.38 9.82 11.98 13.76 
Se 6.83 8.65 10.15 12.36 14.18 

20-Payment Life 
ae éaaws $ 3.95 $ 4.80 $ 5.66 $ 7.15 $ 8.75 
iceeves 3.98 4.84 5.73 7.25 8.87 
Bsecces 3.99 4.87 5.77 7.32 8.98 
is.©eews 4.01 4.91 5.83 7.41 9.11 
ae 4.02 4.93 5.88 7.50 9.24 
er 4.02 4.96 5.92 7.58 9.36 
ees ene 4.06 5.02 6.01 7.70 9.51 
4.10 5.07 6.08 7.81 9.66 
enh éee 4.11 5.11 6.14 7.90 9.79 
Taeests 4.14 5.15 6.21 8.01 9.94 
| a 4.18 5.21 6.29 8.14 10.11 
ee 4.20 5.26 6.36 8.25 10.26 
Bic acces 4.22 5.30 6.43 8.36 10.42 
iee+ees 4.25 5.36 6.51 8.49 10.59 
, 4.27 5.41 6.59 8.61 10.74 
ienktas 4.30 5.46 6.68 8.73 10.91 
a ed. arnt 4.36 5.54 6.78 8.88 11.10 
eae 4.39 5.59 6.87 9.02 11.27 
ae 4.41 5.65 6.95 9.16 11.45 
Bs cacee 4.47 5.73 7. 9.3 11.65 
GP. cvese 4.53 5.83 7. 11.86 
Ghcucces 4.57 5.90 7.3 12.05 
ae 4.65 6.02 7. 82 12.28 
ar 4.72 6.13 7 t 12.50 
— 4.83 6.28 23 12.77 
Sie kece 4.94 6.43 45 13.03 
BS.ccces 5.07 6.60 8.15 .69 13.30 
Geaceces 5.21 6.79 8.3 9 13.60 
Be csves 5.37 6.98 8.59 11.22 13.90 
— re 5.56 7.23 8.86 11.53 14.25 
seca ve 5.75 7.47 9.13 11.84 14.60 
ae 5.98 7.74 9.43 12.17 14.97 
ieanews 6.19 8.02 9.74 12.51 15.33 
eee 6.43 8.31 10.06 12.86 15.72 
| aa 6.66 8.62 10.39 13.22 16.11 
55 6.92 8.93 10.73 13.58 16.50 
fear Endowment 

Age 5 10 15 20 

20° satan wits $ 3. 4.86 $ 6.93 $10.53 $14.47 
Bhecesece 3. 4.90 6.97 10.57 14.51 
22. d 4.95 7.02 10.62 14.56 
eer ’ 4.98 7.05 10.65 14.59 
Die éauwe 3.3 5.04 7.11 10.71 14.65 
ee 3.3 5.05 7.12 10.72 14.66 
ie ease 3. 5.11 7.18 10.77 14.72 
SS 3. 5.18 7.25 10.84 14.79 
a 3.5 5.25 7.32 10.91 14.86 
esses 3. 5.35 7.41 11.00 14.95 
st 3. 5.44 7.50 11.09 15.02 
Shentene 3.8 5.52 7.58 11.17 15.10 
Seeuccns 3.8: 5.56 7.6 11.21 15.14 
iy dasee 3.8 5.62 7.6 11.27 15.20 
eee 3.94 5.68 A 11.33 15.26 
a 3.99 5.7 7 11.38 15.31 
4.04 5. 7. 11.44 15.37 
ao 4.09 5.3 7.$ 11.50 15.43 
Tete ss 4.18 5. 8. 11.59 15.52 
icenes 4.27 6. 8. 11.69 15.61 
ae 4.52 6. 8. 11.80 15.72 
Chsaeene 4.53 6.5 8. 11.97 15.89 
ee 4.68 6.45 8.5 12.12 16.04 
Sr 4.80 6. 8. 12.25 16.17 
OO. cccce 4.97 6.8 8.8 12.43 16.35 
Sives ews 5.14 7. 9. 12.61 16.53 
tices os 5.30 7.1! 12.78 16.69 
Dense s 5.50 7.3 12.99 16.90 
ae 5.69 7. 13.19 17.10 
ee 5.86 7.8 13.39 17.30 
50. 6.05 8. 13.59 17.50 
Dheavess 6.27 8.2% 13.82 17.71 
een ées 6.47 8.5 14.04 17.94 
ea 6.67 8. 14.27 18.16 
Ticaanee 6.90 9. 14.52 18.41 
Tie + ceve 7.12 9.30 14.78 18.66 





Connecticut General Rates 


Changes Will Go into Effect the First 
of the Month Show- 


ing Increase 


Vice-president F. B. Wilde of the Con- 
necticut General has announced several 
changes in its program including new 
guaranteed cost rates effective April 1. 
Changes in rates are greatest at the 
middle ages. Below age 35 and at age 
65, there is little or no change. Taking 
the ordinary life plan as an example, 
the increase is approximately 2 percent 
at age 35 and 5 percent at ages 45 and 
oo. 

Cash values have been adjusted on 
the principle that it should not be pos- 
sible for the withdrawing policyholder 
to benefit at the expense of those who 








Financial Independence 
Week 


Financial independence through Life Insur- 
ance is a potent expression of the new outlook— 
an outlook gained from the distressful experi- 
ence of the last few years. 

By identifying ourselves with Financial 
Independence Week we profit by this concerted 
attack on public inertia and by the stimulus of 
team work. We rank ourselves with the most 
constructive forces in our business. 


It will pay us all to follow through. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 








tility ‘ 











When computing the worth of a thing—whether 
that thing be an attribute of character, an object 
of earthly beauty, a work of creative art, or an 
economic asset that can be measured in terms of 
money—the prime measure of value is usefulness. 


Day by day and hour by hour, man’s ingenuity 
adds to the adaptability, or usefulness, of life in- 
surance. The flexibility, breadth, and universality 
of this great protective institution is one of the 
outstanding wonders of today. As a utility for the 
prevention of want, the stabilization of business, 
the establishment of individual financial independ- 
ence, the propagation of estates, the alleviation of 
the calamity which death imposes upon the living, 
the furtherance of education, and the encourage- 
ment to thrift, life insurance stands unchallenged. 


Here is utility in its highest form of economic 
expression. Here is usefulness glorified by the 
perpetuity of its works, by the unselfishness of its 
purpose, by the solidity of its foundation upon the 
rock of absolute safety. 


=A MERICAN CENTRAL Lire 


INSURANCE COMPANY 
INDIANAPOLIS, IND. 
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remain. In every case a cash value is 
available from the end of the third year 
on; however, at the older ages and on 
the more expensive plans, a second year 
value is also granted. From the fifteenth 
year on, the surrender value is the full 
reserve except on the insurance income 
forms. On the latter the monthly in- 
come option at maturity remains un- 
changed, while the maturity cash values 
have been slightly reduced. 

On the retirement annuity the monthly 
income and the cash values have been 
reduced approximately 2 percent on the 
average. The death benefit has been 
changed so that it is now a return of 
all premiums ‘paid or ,the. cash value, 
whichever is greater, The rates for sin- 
gle premium annuities remain the same. 

The new policy form, which will be 
used beginning April 1, has been sim- 
plified. Two changes of importance 
have been made. Any installment pre- 
miums falling due after the death of the 
insured will no longer be deducted from 





the proceeds of the policy. Also, a 
change in beneficiary may be effected 
without the return of the policy for en- 
dorsement. 


Sun Life of Canada 


Sun Life of Canada agency forces are 
being advised that the company is plan- 
ning an extensive national advertising 
campaign and will issue several new poli- 
cies shortly of an advanced type to meet 
present-day conditions. 

There will be a new retirement an- 
nuity contract, a complete new series of 
non-participating contracts and a new 
series of term contracts included in the 
policies. A plan has been completed, 
too, for acceptance of | premium pay ments 
on.a monthly basis with a minimum of 
$10, and cash refund annuities have been 
considerably liberalized. 








Massachusetts Mutual 


The Massachusetts Mutual, which here- 
tofore has featured having premiums paid 
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which will appeal. 


clear cut way. 


George W. Curtis, 


President 








An agent must be fully satisfied that his Company 
is on the right basis and that it has policies to offer 


The "Buffalo Mutual" meets these requirements in a 


If you are interested in building a future in New 
York or Ohio, let us show you our agency contracts. 


E. Parker Waggoner, 
First Vice Pres. & Supt. of Agents 
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The lincoln National Life Insurance 


Company fort Wayne, Indiana 





in advance, has modified its practice. It 
will not take advance premiums beyond 
20 years for more than $50,000 in cash. 
It will allow 4 percent on the money 
left with the company if it is not pulled 
out. If, however, it is withdrawn only 
3 percent will be paid from the time the 
premium was paid. The 90-day clause is 
invoked, that is, 90 days notice must be 
given of withdrawal. 


Mutual Benefit Life 


In putting out its new increasing pre- 
mium policy, which was analyzed in The 
National Underwriter last week, the Mu- 
tual Benefit Life has taken up its five- 
year term policy, which was its only 
term form. The first year gross pre- 
mium under the new policy is less than 
the similar premium under the five-year 
term. 


Intensified Selling Needed 
Today, Not a New Technique 


(CONTINUED FROM PAGE 7) 


fourth, how much will he have to de- 
posit to provide this amount of capital 
at his retirement age? 

The second basic requirement in sell- 
ing is visualization of the problem, said 
Mr. Coffin. “Do not assume that the 
prospect thoroughly understands just 
what his insurance will do for him; you 
must visualize it for the prospect graph- 
ically, he must have it crystal clear in 
his mind if he is to come to a decision 
promptly. Make sure he is in complete 
agreement with you as to the definite 
amount required to put over his pro- 
gram before you proceed with the pres- 
entation; make sure he knows just how 
much the company will pay and when. 


Explain Technicalities on Request 


“Quote him prices any time he asks 
for them provided he is really inter- 
ested. He may ask merely to create 
the opportunity to say it is too much 
and he can’t afford it. Don’t explain the 
technical points of the contract unless 
specifically asked to do so; such in- 
formation volunteered is likely to con- 
fuse rather than sell the prospect. Quote 
others. The same statement attributed 
to someone else has more force than if 
made by yourself. Get back to the old 
ABC method—use the old pencil fre- 
quently.” 

Dramatization Essential 


The third essential is dramatization of 
the problem, said Mr. Coffin. Agents 
have not felt in the past that dramatiza- 
tion was necessary; it certainly is today. 
Most agents plan their approach and 
presentation carefully but fail to plan 
to close, which is most essential of all. 
Be sure to have a good supply of in- 
cidents and anecdotes that point out the 
necessity for adequate coverage at hand 
for use in closing. Agents used to be- 
lieve three closing illustrations were 
sufficient; have at least ten ready. 

R. B. Coolidge, large personal pro- 


ducer for the Aetna in Cleveland, was 
next on the program. 

“People have not changed, only con- 
ditions,’ said the speaker. “Our old 


ideas of selling do not need to be scrap- 
ped if they are sound. The appeal must 
be stronger. I approach new prospects 
with a service appeal, like this: ‘Mr. 
Jones, I have called to introduce myself 
and to tell you about a service I have 
that is not for sale but has proved very 
valuable to many Cleveland business 
men. I want just three minutes of your 
time.’ 
Asks to Check Policies 


“This appeal usually gets me the in- 
terview. When I get into the office I 
suggest that he allow me to check up 
on his insurance policies if this has not 
been done within the last year, point- 
ing out that changed conditions have 
developed new insurance angles that 
should be looked out for. His first 
question is usually, ‘What do you get 
out of this?” My reply is that if I ren- 
der him a real service he will think of 
me next time he needs more insurance. 

“Most insurance programs are not in 








accord with present times. I point out 





can be made to preinvest his insurang 
funds to protect his family against dj. 
sipation of funds and poor investment 
I show him just what he can expec 
from his present insurance and usual! 
find that it is not sufficient to provij 
an adequate income for his family. Thi 
of course, paves the way for the sa} 
of additional insurance.” Mr. Coolidg 
gave several illustrations of sales mag 
in this way and gave typical interviey; 
with sales illustrations and closings. 


Lackey Is Present 


George Lackey, Oklahoma City gep. 
eral agent Massachusetts Mutual Lif 
and past president of the National As. 
sociation of Life Underwriters, was ;; 
attendance and spoke briefly. Presiden: 
Henry Comins, Flint; Vice-presiden: 
J. A. Pino, Lansing, and Secretary Le 
Gillette, Detroit, of the Michigan Stat 
Association of Life Underwriters wer 
present. Charles Gauss, new Michigan 
insurance commissioner, was also pres. 
ent and spoke briefly. 

J. M. Keplar, Elkhart, Ind., agent for 
the Bankers of Des Moines, in his talk 
“Creating Estates Through Estate Ep. 
gineering,” urged entire sincerity in ip 
terviews, pointing out that the publi 
has a sixth sense in detecting insincer. 
ity. The agent should sell himself first 
then his insurance and_ should us 
simple, understandable language ani 
above all should not talk too much. 

The agent has no right to advise 
others on their estate problems unles 
he has his own estate in good shape, 
and he should make use of his own 
estate facts in his selling. Some of his 
own insurance should be placed ona 
monthly income basis, he stated. 


Refrain from Knocking 


M. C. Thornton, Aetna agent at New 
Albany, Ind., explained “Methods of a 
Millionaire Producer.” He appealed to 
underwriters to refrain from blemishing 
the name of any company in this hour 
of trial. 

F, Reem, assistant superintendent 
of agents Mutual Benefit Life, spoke on 
“The Essentials for Success in Ou 
Business,” pointing out that there is no 
depression today in progress toward old 
age or in the bitterness of widows 
tears. The need for insurance is keener 
today than ever before and consequently 
there should be a greater field for the 
sale of insurance. 


Better Preparedness Demanded 


The trials of today call for better pre 
paredness for everyone, said Mr. Reem. 
There are four fundamental types of 
preparedness for agents, he said: First 
preparedness by having a good stand¢- 
ardized sales talk at one’s fingertips, 4 
complete mastery of sales technique; 
second, preparedness by a more efi- 
cient discovery of prospects; third, pre 
paredness by establishing and sticking 
to a sound working plan; and fourth 
the preparation and keeping of accurate 
records from which many tips leading 
to additional business can be gleaned 

President T. B. Macaulay of the Sun 
Life of Canada and John M. Laird, vice 
nresident and actuary Connecticut Ger 
eral Life, also spoke. 


Points Out Service 


The service rendered by life insurance 
was pointed out by President Macaulay 
“As a result of the credit collapse,” Mr 
Macaulay said, “the companies wet 
practically called on to supply banking 
facilities in the form of policy loam 
and surrender values. While loans an 
investments of federal reserve member 
banks declined by $7,000,000,000 trom 
1929 to the end of 1932, insurance com 
panies during that some time paid om 
over $2,000.000,000 in policy loans ané 
nearly $1,500,000,000 more for surrendet 
values, besides normal disbursements " 
policyholders and _ beneficiaries, 
brought the total up to $6,000,000,000. 


About 30 agents from the St. i 
and Quincy, Ill., offices of the Banke’ 





Life of Des Moines attended a region# 
meeting in St. Louis. 
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Linton Optimistic 
of Sound Status 





(CONTINUED FROM PAGE 1) 


been longing these many months? My 
own feeling is distinctly optimistic. 
There is plenty of rough going left but 
we are on the right road and that 
means a lot. Great credit is due Presi- 
dent Roosevelt and the new administra- 
tion for the prompt and intelligent way 
they have tackled the immense task of 
reconstruction. 

“To appreciate the basic security of 
the life insurance structure, it is impor- 
tant to realize the broad distribution of 
the conservative investments which 
underlie it. As of the beginning of this 
year the classification of the investments 
of 52 United States legal reserve life 
insurance companies which had over 91 
percent of the total admitted assets of 
all the legal reserve companies in this 
country, was as follows: 


& 


Cash 
U. S. government bonds............ 
State, county and municipal bonds.. 
Canadian government bonds 
Other foreign government bonds... 
Railroad bonds and stocks......... 
Public utility bonds and stocks..... 
Other bonds and stocks 
Farm mortgages 
Other mortgages 
Real estate 
Collateral loans 
Policy loans and premium notes.... 
Other admitted assets 


dwone 


to 
2, PBRPPSS 
it SON 00D me DOM 


rr 
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100.0 
“Security and wide diversification go 
hand in hand and the wide diversifica- 
tion is clearly evident from this tabula- 
tion. Furthermore, it is most important 
to keep in mind that conservatism has 
been the watchword of all well man- 
aged life insurance companies in their 
investment policy, They have sought 
security first and interest return second. 
This can not be too strongly empha- 
sized in appraising the great fundamen- 
tal strength of the institution of life 
insurance, 


Yearly Income Is Large 


“The banking crisis brought about a 
temporary situation that required special 
handling because of the efforts of many 
people to draw upon their life insurance 
cash values in much the same way that 
depositors drew upon their bank bal- 
ances before the banking holiday. Life 
insurance companies, without the neces- 
sity of keeping a large proportion of 
their assets in extremely liquid form, 
can meet large cash demands for the 
reason that their yearly premium and 
interest income is a large percentage 
of their reserves (the basis of cash 
values), averaging at least 20 percent 
of such reserves. 

“This fact differentiates the operation 
of life insurance companies from that of 
other financial institutions. It enabled 
the life insurance companies to meet 
readily demands for about $3,500,000,000 
for cash and loan values during the 
mg depression years 1930, 1931 and 
932. 

“In order to provide a further safe- 
guard against emergency demands in- 
spired by a financial crisis, the policies 
of most companies provide that the 
company may defer for a given period, 
usually ninety days, the withdrawal of 
cash or loan values or of capital values 
under optional methods of settlement. 


Background of Decrees 


“In order to understand what caused 
the rulings of the insurance commis- 
Sioners declaring a holiday in the grant- 
ing ot cash and loan values it is merely 
necessary to recall that life insurance 
financial transactions are carried: on 
through normal banking channels. Our 
Premium and interest income consists 
almost entirely of checks drawn on 


banks. In the early days of March a 
+ banking crisis arose throughout 


€ country and in short order all banks 


+ sg closed by Presidential proclama- 


‘Bank deposits were completely fro- 





zen and the normal media of exchange 
no longer available. With banks closed 
many policyholders turned to their life 
insurance policies and applied for heavy 
loans. It was evident that many un- 
necessary applications for withdrawals 
were being made, inspired by the hoard- 
ing mania. Of course the companies 
were not paying out currency, but 
nevertheless the policyholders would 
have been glad to have had the com- 
panies’ checks. Obviously it was emi- 
nently fitting that action should have 
been taken by the insurance supervisory 
authorities. 

“The New York insurance commis- 
sioner took prompt action and a large 
number of other states, including Penn- 
sylvania, followed suit. Policy loans or 
cash values can be obtained to pay pre- 
miums, and in cases of extreme need 
companies can make a loan to any one 
policyholder up to $100 maximum. 


Sees Sound Banking Structure 


“We have every reason to anticipate, 
in fact we must each of us lend our 
influence to the utmost, that out of this 
banking crisis a sound banking system 
shall be evolved. Our dual system of 
national and state banks has led to an 
impossible situation. The failure of 
11,000 banks in the last 12 years is a 
national scandal. 

“The crying need is for a unified sys- 
tem under strict federal control, with 
sound provisions as to the investment 
of depositors’ funds, with proper facili- 
ties for branch banking, and with ade- 
quate qualifications for the setting up of 
new banks. A sound banking system 
simply must arise out of this crisis. It 
will be one of the foundation stones 
underlying the next era of prosperity. 
Fortunately there is every indication 
that the administration is going to throw 
all of its power behind permanent bank- 
ing reform. 

“Then again we may be heartened by 
the vigorous measures being taken to 
put the federal finances in order and 
thereby to protect our currency and the 
credit of the government. Any other 
road would have led to disaster. Each 
one of us has a far greater stake than 
perhaps we realize in the success of the 
great economy bill. 


Farm Relief Essential 


“Farm relief is one of the pressing 
problems to be taken up next and here 
again there is evidence that it will be 
vigorously dealt with. Agricultural pro- 
duction must be restricted so that sup- 
ply will be brought within proper 
range of demand. We have reason to 
be confident that price fixing schemes 
and the consequent stimulation of ex- 
cess production have finally been aban- 
doned. 

“Then 
question of 


there is the whole complex 
inter-governmental debts 
and tariff arrangements. Before many 
months a world economic conference 
will be held. The year 1933 holds great 
possibilities for breaking the bonds 
which have shackled foreign trade, made 
the international gold standard unwork- 
able and added greatly to the intensity 
of the depression. 

“Taken all together the omens for 
good are many. Time is going to be 
required, but the main consideration is 
that we have powerful leadership that 
gives evidence of knowing where it is 
going and of having the power to over- 
come obstacles and reach its objectives. 
Now is the time for each one of us to 
buckle to his task with quiet courage 
and confidence.” 


Form Letters to Policyholders 


A number of companies are getting 
cut form letters, signed by their presi- 
dents, to be sent to policyholders who 
demand policy loans or cash surrender 
value. These letters set forth the rea- 
sons for the moratorium and some of 
them are in folder form, with a repro- 
duction of the ruling or statement of the 
insurance commissioner in the state in 
which that company has its head office. 








$48,000,000 in 4 Years 
Operating In One State 


{A gain in force every month during the entire depression) 





1. This record of business sold by a Company in its beginning years 
is only one of many records made by Country Life Insurance 
Company. 

2. An agency force of inexperienced men recruited and schooled to 

produce $48,000,000 in four years is some record when it is done 

without proselyting. 

A gain of 50% in assets in 1932. 

A gain every month in insurance in force since chartered. 

. A mortality of 24.66% of the expected in 1932. 


. A statement of condition that in every respect has few, if any, 
equals. Not only is the Company highly liquid, but its margin 
of safety puts it in the highest bracket. 


7. An Ordinary Life policy for $1,000, issued in 1929 at age 35, at 
a premium rate of $20.63, received a dividend in 1930 of $2.60, 
showing a net cost of $18.03. In 1931 a dividend of $2.80 was 
paid on that policy, making a net cost of $17.83. In 1932 a 
$3.00 dividend brought the net cost to $17.63. 


a oo 





We are proud of the methods used, and the results. 


L. A. Williams, General Manager 


Country Life Insurance Company 
608 So. Dearborn St., Chicago, Illinois 

















THE FORMULA OF SUCCESS 


[_ te INSURANCE can be explained in plain, 
everyday language. The facts can be simply 
stated. People need to be told about life insurance 
by one who knows life insurance and its adaptability. 
Salesmen of integrity, ability and courage who will work 
systematically and plainly state the facts of life insurance 
service will be Masters of their craft and successful. 


Tue Murtvat Lire or New York, with its long history 
of increasing success, offers opportunity. It writes Annuities 
and all Standard forms of life insurance. Double Indemnity 
Benefits. It has many practices to broaden and expedite service 
for Field Representatives and for Policyholders. 


Those contemplating engaging in life insurance field work 
as a career of broad service and personal achievement are in- 
vited to apply to 


The Mutual Life 


Insurance Company 
of New York 
34 Nassau Street New York, N. Y. 


DAVID F. HOUSTON GEORGE K. SARGENT 
President Vice-President and 
Manager of Agencies 
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Some Observations on the 
Field of Life Insurance 


(CONTINUED FROM PAGE 9) 


ditions of the times it will only be a 
question of time when nonparticipating 
~ companies must increase their rates. 
The dividends reflect the earnings of a 
ne = ep> company. If its earnings go down and 
of Se EELEERE it is not showing the profits of old then 
a © Lt PE EE om the dividends must be reduced accord- 
; : ingly. It is not to be expected that 
abe “> ’ PROTECTION dividend records can be maintained and 
eal bo” the tendency, in the opinion of many 


observers, will be still further to reduce 


policyholders’ dividends which is only 
L I F EK f N S [ R A N } E natural. The Aetna Life, Travelers and 

Connecticut General are coming out with 
somewhat higher rates April 1. 


* * * 


A well known actuary gives it as his 

e ae opinion that it would be highly desirable 
No Cash Demand Liabilities if companies in the future would issue 
two classes of policies. One would pro- 

except a small amount of advance premium payments vide for cash and loan values. The other 
class would not. The first kind of con- 
tract would be the one issued now where 
a policyholder paid for protection and 
= en part of the policy. 
e would issue these investment con- 

We are in the Life Insurance Business only—furnish- facie O68 & 856 peseend ntesest busts. 
ing protection to our policyholders at a low net cost. He would issue the other contracts 
on a 4 or oe “ae ae. The pre- 
mium t death-on contract 
Operating in Illinois, Michigan, Indiana and Missouri. aa i aa Gc es Ge 
give companies the opportunity of in- 
vesting in securities yielding a higher 
rate and issued for a longer term. It 

NTE R STATE R E S E RV EK would not be necessary for a life com- 
pany to keep itself in such a liquid con- 


LIFE INSURANCE dition. Under normal conditions a life 











company need not keep itself liquid over 

COMPANY 2¥2 percent. In recent years, however, 

Mutual Legal Reserve Life Insurance : _ — sage id . raise = 

ee ee es iquidity to a far higher degree. nis 

Ten East Pearson Street sid “8 ae CHICAGO has meant that companies could not earn 
Phone Superior 1714 the investment income that they should. 


They have had to hold a much higher 
amount of cash in banks and have had to 
invest in treasury certificates or Liberty 
bonds yielding small interest that were 


SOMETHING ABSOLUTELY NEW readily salable. Then for the second re- 


serve fund companies had to purchase 











° ° bonds that could be marketed without 
A THRIFT Certificate with Payments Insured great dificulty but which did not yield 
in the event of Death of Certificate Holder the income that was expected. 
12 Years Matures $1,000.00 Contract at $4.75 per Month ses 
Loan, Cash and Paid Up Values After One Year The inordinate demands on companies 


: , , ss for surrenders and loans has caused ex- 
Valuable General Agencies Available in Illinois perts to do considerable thinking as to 


INVESTORS FINANCE & THRIFT CORPORATION lines along which companies should work 


Affiliated with _ the a. In the past companies 

ave guaranteed as high as 5 percent and 

UNITED INSURANCE COMPANY some 5% percent on proceeds left with 
2721 So. Michigan Ave., Chicago, Illinois them. They were subject to withdrawal 








at any time. Savings banks only guar- 








To the Thinking Life Insurance Men 
of America 


The March winds of 1933 bring no worries to the 


man who has built his estate on life insurance. 


Atlantic Life Insurance Co. 
RICHMOND, VIRGINIA 


Angus O. Swink Wm. H. Harrison 
President Vice Pres. & Supt. of Agencies 











antee 3 or 3% percent interest. Con. 
panies in calculating their returns op 
their reserves fix the basis at 3 and 3¥ 
percent. Some of the fraternals have, 
4 percent basis. Undoubtedly thes 
guarantees cannot be as large as they 
have been. Companies cannot afford t 
be as liberal as they have in the past 
It is not to be expected that they cay 
do so much more than banks. ‘The guar. 
anteed rate of interest inevitably mus 
be lowered. It has put some companies 
to the test to earn their regular rate of 
interest on the reserves. 

Companies have relied on the long pul! 
bonds or other securities that gave a fair 
margin over the legal requirements. This 
margin is now down to a razor edge. 


Palmer Explains Plans for 
Drafting Insurance Cock 


(CONTINUED FROM PAGE 2) 


sensation by denouncing the declaration 
of life insurance moratoria, excepting 
that declared by Mr. Palmer, which, he 
said, was forced by the action of other 
states. He said that insurance will be 
damaged by the moratorium. 

Insurance, he declared, should keep its 
contracts, pay its obligations and do 
what it has agreed to do. What should 
have been done, according to Judge 
Potts, was to have applied federal action 
of the same character as that applied to 
banks. The remedy, he declared, would 
have been to have permitted life insur- 
ance companies to list their good assets 
and establish credit with the Reconstruc- 
tion Finance Corporation on a basis that 
would permit them to pay off all obligs- 
tions. At present, he said, in order to 
get an R. F. C. loan, a life company 
must hypothecate and tie up securities 
of far greater value than the amount of 
the loan. For instance, securities with 
a face value of $1,000,000 might be listed 
They might be valued by the R. F. C. at 
$400,000. The company might ask for 
$300,000 and be granted only $100,000. 
To get this sum, securities with face 
value of $1,000,000 are tied up. 


Predicts Great Strides 


Edwin A. Olson, president of the Mu- 
tual Trust Life, the next speaker, pre- 
dicted that the strides made by insur- 
ance in the next 10 years will be the 
greatest in its history. 

Attorney Herman Ekern, former in- 
surance commissioner and attorney gen- 
eral of Wisconsin, was the next speaker. 
He took issue with some of the state- 
ments of Judge Potts, indicating he ap- 
proved of the moratoria. ; 

Walter E. Webb, executive vice-presi- 
dent National Life U. S. A., discussed 
some of the attributes of Mr. Palmer 
M. A. Kern, president of the Life & Cas- 
ualty of Chicago, said that Illinois lie 
companies have an extra hurdle con- 
fronting them because of the much pub- 
licized derelictions of a few officials. 
Now the situation is being straightened 
out and he predicted that when Mr. Pal- 
mer’s administration is over, Illinois 
companies will be as highly regarded 4s 
those of Massachusetts or New York. 

Mr. Palmer was introduced by Attor- 
ney Homer Cooper. 


Oppose Michigan Investment Bil 


LANSING, MICH., March 23.—Lile 
companies are sending their representa 
tives to the capitol to oppose me 
Bischoff bill, recently introduced in the 
house, which would make compulsory 
the investment of 75 percent of Michiga" 
reserves in stipulated Michigan property 
and securities. The bill’s enactment 
considered unlikely, would be disastrous 
it is claimed, and several of the com 
pany representatives have said that their 
carriers would withdraw if the measufe 
were approved. Among those interview" 
ing legislators were: E. Vase 
Walker, agency manager, American Life, 
Detroit; Robert Ryan, Detroit, stat 
manager Equitable Life of New 1°™ 
and W. R. Bryant, Kalamazoo, gener 








agent Northwestern Mutual Life. 
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Policy loan and surrender moratoria 
have brought great confusion into com- 
pany and agency ranks, and uncertainty 
as to the best method of handling the 
objections of policyholders and pros- 
pects. Generally, companies and wise 
agents are treating the situation casually, 
not desiring to dignify the moratoria and 
make them an outstanding issue by over- 
emphasis. Where objections are encoun- 
tered, some offhand answer is given. 

Some companies and agents, however, 
have sent announcements broadcast to 


ie genet 


‘ed, woul : - 
life — policyholders stressing the temporary 
ood assets nature of the state decrees and the fact 


that they were put in force by state 
authorities and could not be ignored. 
There is, of course, an inferred admis- 


econstruc- t 
basis that 


all obliga- ; 2 = 
| at sion that unless restrictions had been 
company placed on cash withdrawals from life 


companies, serious financial difficulties 
might have been expected. 

The thought generally in life insurance 
is that this is no criticism of the insti- 
tution. Many agents are frankly telling 
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Some of the Arguments Presented 
> to Overcome Opposition Arising 
from Life Insurance Moratorium 


their clients and prospects that if banks, 
which were in the business of paying 
out cash on demand, could not with- 
stand the withdrawals, the life compa- 
nies, whose business demands a large 
proportion of long term investments, 
could not be expected to assume the 
banking function and survive. 

The national character of the move- 
ment is being stressed. Policyholders 
and prospects generally are being told 
that the length of the period of loan and 
surrender moratoria depends upon them- 
selves and the general public; that this 
probably will be 60 to 90 days, but cer- 
tainly for the safety of life insurance the 
decrees will not be lifted before banking 
facilities throughout the country have 
been made adequate. The agents are 
putting the burden of results largely 
upon the public, arguing that the future 
of these policy benefits now denied de- 
pends upon how the people react to the 
Roosevelt plan of bank relief and reor- 
ganization. The great confidence already 





displayed by redepositing of hundreds of 
millions of dollars in banks which have 
opened is being cited by the agents as 
a promise of speedy lifting of the mora- 
toria. 

It is pointed out that absence of bank- 
ing facilities in many remote sections 
could result in a heavy demand for pol- 
icy loans which could come through the 
mails from the most obscure hamlets. 

One prominent agency manager is 
sending his men out with the message 
that the great institution of life insur- 
ance must go on, regardless of the selfish 
interests of the individual. He feels that 
the policyholder who now wants a large 
policy loan has not sufficiently reduced 
his standards of living in line with the 
times. The primary consideration is 
safety of the life insurance protection 
and not the giving of the loan and sur- 
render privilege. 

One of the strong arguments which 
he has presented to his agents is: “If 
you had $50,000 to invest, would you 
put it in a company or companies sub- 
ject to a huge cash withdrawal demand 
in time of national emergency, or would 
you put it in institutions whose future 
was protected against this hazard?” This 
question is tied up with the fact that 
protection and not the banking function 
is the primary and all important pur- 





















pose of life insurance; that it is vital to 
the welfare of this country that death 
claims under life contracts be paid when 
due and everything else must be subor- 
dinated to this need, 

This manager finds that the demand 


for larger policy loans comes in the 
main from hoarders. One of his policy- 
holders wanted a very large loan and at 
first was willing to sign the required 
certificate declaring that “dire necessity” 
existed. When questioned by the man- 
ager, however, he finally admitted he 
had considerable money in the bank. 


Some Arguments Prepared 
By One Company 


One company supplying agents with 
answers to the question being asked by 
many policyholders why they should 
continue to pay premiums on a policy 
when loan and surrender privileges are 
denied, phrases the arguments thus: 

1. It is the generally accepted opinion 
that the life insurance moratorium is a 
temporary measure. The lifting of the 
ban eventually is inevitable. Why sacri- 
fice your valuable policy when it is only 
a question of time until it again will be 
in full force and effect as to all provi- 
sions in the contract? 

2. If your policy becomes a death 
claim it will be paid promptly to your 
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North American Reassurance Company 


Life Reinsurance 


250 Park Abenue, New Vork 


Lawrence FM. Cathles, President 
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NIRECTION TO PROSPECTING ENDEAVORS 
The Pan-AMERICAN INTERVIEW PLAN Gveransees 














Sales letters, combined with distribu- 
tion of useful advertising specialties 
under the Pan-American Home Office 
prospecting system, bring prospects 
and Fieldmen together under condi- 
tions excellent for the sale of Life In- 
surance. 


TED M. SIMMONS, Manager United States Agencies. 


Sales 
/nterviews 


The Pan-American Interview Plan gives 
direction to both the prospect's 
thoughts and to the Fieldman's work. 
Both new and experienced Fieldmen 
find the plan of great helpfulness. 

For information about agency open- 
ings, write 
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_“Sresiaent PAN-AMERICAN LIFE INSURANCE COMPANY New Orleans,U.S.A. 





EDW. G. SIMMONS 
V. Pres. & Gen. Mgr. 
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| ACTUARIES 


























CALIFORNIA 
Barrett N. Coates Carl E. Herfurth 
COATES & HERFURTH 
CONSULTING ACTUARIES 
114 Sansome Street 437 So. Hill Street 
SAN FRANCISCO LOS ANGELES 
A. WESLEY JONES 


Consulting Actuary 
Annuity Specialist 
300 S. Brand Blvd. 
Glendale, California 
Phone: Douglas 3118 











ILLINOIS 








DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 N. La Salle St. 
Telephone State 7298 
CHICAGO, ILLINOIS 




















L. A. GLOVER & CO. 
Consulting Actuaries 
128 North Wells Street, Chicago 


Life Insurance Accountants 
Statisticians 

















J. Charles Seitz, F. A. I. A. 
CONSULTING ACTUARY 
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beneficiary. That is now and always has 
been the principal and paramount pur- 
pose of life insurance. Policy loans and 
cash surrenders always have been an 
issue beside this main fundamental. In 
addition your values will accumulate 
steadily during this interim and will be 
at your command in the future. Why 
lapse your policy and run the risk of 
being denied reinstatement when insur- 
ance conditions return to normal? Lit- 
erally millions of policyholders would be 
better off today had not access to loans 
and surrenders been so easy during the 
trying period since 1929, when most 
men threw good money after bad. 


Major Benefits Unaffected 
by the State Moratoriums 


3. Many of your most valuable 
clauses remain unchanged by the mora- 
torium. You still have your extended 
insurance clause, you still have the right 
to pay your premiums by loan. In fact, 
a striking feature of this insurance mora- 
torium is that only living policyholders 
are affected. The clauses protecting 
your loved ones are still intact. To re- 
peat—all death claims and matured en- 
dowments will be promptly paid. And 
the clauses insuring that this protection 
is carried on are unaffected. Once more 
we repeat that this is the main funda- 
mental of life insurance. 

4. The policy you now hold is valu- 
able. It is as sound as the institution 
of life insurance itself. Every legal re- 
serve company is bound by the rules of 
the moratoria. There were positively no 
exceptions and no discriminations. A 
normal man does not feel safe without 
life insurance. Why lapse your existing 
policy with its low rates and accumula- 
tions when you could not possibly buy 
a new one in a company not affected 
by the general rule now existant? The 
life insurance investment of every pol- 
icyholder will be strengthened by the 
present moratorium. There is absolutely 
no reason to believe the future of life 
insurance is endangered in the slightest 
and there is absolutely no reason to 
believe that the policy contract on 
which you are paying premiums today 
will not be carried out to the letter. In 
fact, you can pay your premiums during 
the moratorium with greater confidence 
than you have ever had before. 





Need for Classification of 
Life Companies Is Found 





(CONTINUED FROM PAGE 3) 


tune that they will not be able to func- 
tion in a normal way. The ascertain- 
ing of the standing of the companies 
in the various states is not difficult. 
The problem comes in dealing with 
companies whose underpinnings are 
greatly weakened. We have had some 
receiverships but they are costly and 
wasteful. Until some other company 
takes over these failed companies there 
is the opportunity for raiding or un- 
certainty and expense of all kinds. 
Policyholders funds are eaten up with 
expenses. The main object that the 
state should have in view is the welfare 
of the policyholders. Receiverships 
should be avoided if possible. 

The federal government is showing 
a wise policy in appointing conserva- 
tors for banks that cannot open on a 
hundred percent basis. Such banks 
have shown a weakness and yet a re- 
ceivership would be costly to deposi- 
tors. This plan opens the way for pos- 
sible reorganization. In fact, receiver- 
ships are eating up the revenues of con- 
cerns that could well have been con- 
served. There are insurance companies 
that should be placed in the hands of a 
conservator and the interests protected 
for the benefit of the premium payers. 
There are others that should be rein- 
sured immediately. This is not a ques- 
tion that should be treated from a sec- 
tional standpoint, from one of size or 
basic structure, that is mutual or stock. 
This work should proceed as rapidly as 


partments, Unless it is done and done 
effectively and honestly, then public 
opinion will insist on some sort of fed- 
eral control. 

There need be no separate machinery 
set up inasmuch as the emergency legis- 
lation or the assumption of authority on 
part of the governors of states and the 
insurance departments would justify 
them in adopting the conservator 
method if the interests of policyholders 
could be preserved and a company put 
in a position where it might continue 
in the future under some rehabilitation 
plan. This would eliminate destructive 
receiverships. Specific legislation pro- 
viding for conservatorships might well 
be passed. 

Where a company is found hopeless 
then reinsurance should be effected, not 
through the receivership route which is 
so costly but before a receiver is ap- 
pointed. Most life companies are in 
sound shape but some undoubtedly are 
so weakened that they cannot continue. 


Need for Early Action 


If the companies that can meet their 
obligations and can function success- 
fully are to be held back on account of 
those hopelessly involved, unnecessary 
stigma will attach to the business. There 
is need for immediate action so that 
properly conducted and solvent com- 
panies can go ahead. 

The federal government inspired con- 
fidence in the hundred percent banks 
because they were to be supported by 
currency needs to meet demands. If 
some action like this is necessary for 
life insurance then the federal govern- 
ment may step in and through some 
agency offer sufficient support to life 
companies that can be conducted on a 
hundred percent basis and those that can 
be rehabilitated. Federal supervision 





should not be invoked unless as a last 
resort. 


Blanks Committee to Meet 


W. A. Robinson, actuary of the Ohio 
department and chairman of the com. 
mittee on blanks of the National Cop. 
vention of Insurance Commissioners, 
has called a meeting of that committee 
in the Hotel Commodore, New York 
May 8-11. 


$1,000 to $1,600 


Ordinary Life Insurance at An 
Average Cost GUARANTEED 
OF ONLY $14.00 per $1,000 


Of course issued in larger amounts 


ALL PREMIUMS 
RETURNED 


in addition to face of policy 
in event death before age 60 


FULL FACE THEREAFTER 
AND PREMIUM REDUCED 20% 


Original cost, age thirty, $21.40 
per $1,000 to age 59; $17.19 
per $1,000 thereafter 


Write for Sample and Particulars 





This is one of — ! unique contracts 
issued by 


Federal Union Life 


FRANK M. PETERS, President 











Cincinnati, Ohio 








WHEN A 


says: 


Member Million Dollar 


Table. 


Millionaire Producer 


“I think so much of your calen- 
dars that this particular form of ad- 
vertising will never be discontinued 
by this office as long as we are in 
business and we expect to be in 
business the rest of our lives.”— 
Herbert F. Austin, New York Life 
Insurance Co., Patchogue, N. Y., 
Round 


It’s worth while 
checking up on what he 


is talking 
about. Send 9 cents in stamps 
for a complete sample of the Na- 
tional Underwriter’s exclusively 
life insurance calendar for 1934. 
Address: National Underwriter, 
175 W. Jackson Blvd., Chicago. 
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HOTEL LINCOLN 


44th STREET to 45th STREET - 
Under New Management — A RELIANCE HOTEL 


“Convenient to 


Everything Worthwhile” 


@ One block from Times Square—surrounded 
by fine shops, towering office buildings and 
scores of good theatres. Private indoor 
entrance to the world’s largest subway sta- 
tion. Yet THE LINCOLN, with its 32 stories of 
fresh air and sunshine, offers you quiet com- 
fort at all times. Each of the 1400 rooms has 
bath and shower, servidor and radio. 


From *3 singte $4 double 
RESTAURANT : 








COFFEE ROOM 
Manager 
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